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ween =A good DELTA display 
like this will sell files 


for you. Get one. | 
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Use the Fbesei 
of Suggestion 


HE selling, of even the most 
necessary articles, is done 


largely through the “power of 
suggestion.” 
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The “desire to possess” is aroused 
through sight and suggestion. 


In the case of DELTA FILES the 
high quality of steel, the cutting 
ability and the thorough satisfac- 
tion offered, causes the “desire to 
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ing point” almost instantly. 


You and your customers in buying 
DELTA FILES, take no chances. 
There is a DELTA FILE made in 
any style and shape that may be 
wanted, and each and every one of 
them is backed by a_ written 
guarantee. 


We went you to know more about DELTA 
FILES, because it means business for 
you and for us and complete satisfac« 
tion for your customers. 
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Your name and address will 
bring complete details and our 
latest catalog. Write today. 


DELTA FILE WORKS , 


PHILADELPHIA, PENNSYLVANIA 
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THE 
MAHONING 
“C” TYPE 


has many superior qualities 
which appeal to the care- 
ful buyer and user of warm 
air furnaces. 
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Be prepared to explain 
and demonstrate them to 
your customers. 


Full information for 


te the asking. 
“C’”’ TYPE FOR SOFT COAL 


MAHONING FOUNDRY CO., Youngstown,Ohio 
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RONT PANK 
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The Steel Furnace that 1s pos- 
itively gas-tight, because it’s made _If you're not handling the 





FRONT RANE you, your cus- 
rig h . tomers and we are all losing 
A money. Write for illustrated 

Made of tested metal, cold-riveted to- literature and prices. 


ether. No direct draft to warp and 
uckle. Stays in order. 


Steel Furnace 


is fool-proof. Gets more heat value out of 
the fuel used; because its radiating surface 
is greater, and more of the heat generated 
in burning the coal is extracted before the 
smoke and gases are passed on up the flue. 


Haynes-Langenberg Mfg.Co. 


4058 Forest Park Blvd. St. Louis, Mo. 
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Too MUCH CAUTION in the matter of replenishing 
stocks for the first quarter of the new year is certain 
to result in loss of profits. It requires 
no clairvoyance to predict a continuance 
of present prices for six months at least. 
The hardware retailer, therefore, who 
has the foresight to purchase wisely and who does not 
let himself become panicky under the influence of 
calamity howlers will be in a position to take care of 
his trade and to extend his business. The customers 
of the dealer who is not able to supply their demand 
because he has not kept up his stocks, will naturally 
gravitate toward the hardware store of the wise mer- 
chant who has an ample assortment of goods to satisfy 


Prepared 
for Trade. 


their needs. 








PERSONALITY IS A quality which everyone possesses 
in some measure. It becomes noteworthy and valu- 
able, however, when it is developed to a 

Personality degree of strength which distinguishes 
of Salesman. the individual among the mass of his 

fellow men. Used in this sense, person- 
ality is the prime requisite of salesmanship. A promi- 
nent hardware dealer who has made a study of per- 
sonality asserts that it is the greatest asset which a 
clerk can have, because it implies energy, ambition, 
and determination to succeed. He says that when his 
store employs a salesman the first instruction is to 
treat all persons who visit the store courteously, no 
matter whether they make a purchase or not. The old 
“saw” that it “costs nothing to be courteous” holds 
good in the hardware business. 

The general reputation of the store attracts the 
customer and the personality of the salesman holds 
him. According to the hardwareman, from time to 
time men enter the store and say that they were unable 
to procure a certain item at this or that store and that 
when they asked the clerk for information as to 
where the item could be had the latter would give a 
short answer and show by general demeanor that he 
was angry because he did not make a sale. Such a 
happening would never be tolerated in his store, ac- 
cording to this dealer. As soon as one of the hard- 
ware merchant’s salesmen learns that he is not going 
to make a sale he does not walk away with the air of 
a man who would let you know that he does not care 
for you because he cannot use you. It is his duty to 
be courteous to the person on the other side of the 
counter so long as the latter is in the store and give 
all the information about an item that might be wanted. 
As an example of the accommodation offered by his 
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clerks, one of the store’s regular customers telephoned 
that he wanted twelve sheets of fly paper, which he 
supposed that this store carried in stock. The sales- 
man who answered the ‘phone promised that he would 
have the order over within an hour. Now, fly paper 
can be procured at almost any drug store. “However, 
this customer lives out quite a distance on the north 
side, and it was necessary for the salesman to send a 
boy out by street car after the paper had been pro- 
cured. The store was out ten cents on the boy’s car 
fare and the customer was not aware of all the trouble 
the store had been put to in order to serve him. 

This is an accommodation of the right kind and it is 
just such service that holds business after a customer 
has been secured. If this salesman had been of such 
temperament to give a short negative answer when 
the customer asked if the store could supply him with 
fly paper, the customer’s regular business undoubtedly 
would have been lost. But the personality and tact 
of the salesman were such that he has made a very 
good impression on the customer, and the latter in- 
variably calls for him when he visits the store. This 
retailer maintains that price is a secondary considera- 
tion and that personality can win where most other 
elements in salesmanship would fail utterly. 

Furthermore, there is nothing so pleasing to a visitor 
to a store than to find herself or himself in an atmos- 
phere that is pleasant. Just as soon as the visitor 
enters it should be the purpose of the salesman who 
is not very busy to approach him or her and give atten- 
tion without causing a tedious wait. There is nothing 
so annoying to the average customer as to find it neces- 
sary to stand around for five or ten minutes before 
some clerk can give attention. Also the salesman 
shows a pleasing side of his personality by giving 
attention to little things. 

In cultivating an acquaintance the shrewd salesman 
will always thank a customer for a sale, no matter how 
small, and request him or her to call again. Courtesy 
is an asset that works both for the good of the sales- 
man and the benefit of the house, as a pleased cus- 
tomer is the best advertisement that any house can 
have. In talking to customers, whether in the store, 
over the ‘phone or in writing, the successful salesman 
is always courteous. The latter also finds it advisable 
to make friends with the humblest employe of the 
store and keeps on good terms with his brother sales- 
man, helping him out if he has more work to do than 
he can attend to within a given time. The successful 
salesman realizes that it is much better to work in 
harmony than to allow jealousies to arise, and that 
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some day the most obscure employe may own a store 
himself, 

Many times in the course of a day customers come 
into the store and call for this or that salesman. In 
most instances these are customers the salesman won 
by his personality and they stick to him simply because 
he has been so accommodating and courteous that they 
seem to feel that it is their duty to buy from him and 
from no other clerk. The old salesman in the course 
of time builds up a regular trade, while the new one 
invariably gets the casual customer. It is a fact that 
some new salesmen attract a regular following in much 
shorter time than others. 








THAT THE INDUSTRIAL readjustment of our coun- 
try does not present to the business interests the insur- 
mountable tasks that many injudicious 
Sees Great newspaper statements cause the public 
to think exist, has caused the committee 
on readjustments of the National Asso- 
ciation of Manufacturers which met at the Hotel 
Astor in New York City a few days ago to issue the 
following statement: 


Prosperity. 


It is our opinion there exists a well-defined attempt 
to create in the minds of the public and of business 
men of the United States the impression we are to ex- 
perience in the near future an unheard of cessation of 
industry. 
accordance with the facts. 

It is our opinion the factories and stores of the 
United States are at present almost depleted of their 
_ normal stocks and that our country is on the thresh- 
old of a most unprecedented business expansion ow- 
ing to this domestic condition. 


Such an impression, we believe, is not in 


We are of the opinion that the developments of. ex- 
port trade will naturally follow the prestige gained by 
the United States of America in the markets of the 
world and that it is the duty of all manufacturers to 
foster and encourage such expansion of export busi- 
ness as may be normally and healthfully developed. 

We caution all manufacturers against hasty action 
or conclusions in reference to employment questions, 
believing as we do that the normal demands of indus- 
try will supply work for all those now employed as 
well as the thousands of returning soldiers and sailors 
who will be returned into industry. 








TWO DIAMETRICALLY opposed views of present con- 
ditions of the credit resources of our country have 
been given to the public in the past few 


ona days. One view is that of Dr. H. Parker 
enon ©" Willis in the Magazine of Wall Street. 
Inflation. 


He declares that “the fact that all coun- 
tries are now suffering the evils of an inflated currency 
and credit system in some ways renders the problem 
of getting back to a normal banking basis, more dif- 
ficult, while in other ways it simplifies the nature of 
the solution. After the Civil War, as indeed after 
most former wars, the expansion of credit and cur- 
rency was one-sided. Some countries which were in 
bad condition felt the effects of their position with 
the result that pressure could be brought to bear upon 
them from the outside to compel a return to a normal 
condition. The peculiarity of the present situation is 
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that the condition of currency and credit expansion 
is not localized but is general, and that in order to 
bring about an effective restoration of soundness there 
should be joint action on the part of all for the pur- 
pose of introducing simultaneously the same general 
remedies for similar evils.” 

The other view is that of James B. Forgan, chair- 
man of the First National Bank of Chicago and of 
the Federal Advisory Council. He has made an in- 
teresting analysis of bank statistics to show that, con- 
trary to general opinion, there has been a conservative 
contraction of credit and banking loans during 1918. 
The careless theory of the street has been that there 
has been a continuation of the inflation of 1917. Mr. 
organ says: 

“In my annual statement to the press a year ago 
referring to the abstract of reports of conditions of 
the national banks issued by the controller of the cur- 
rency, as at September 11, 1917, the following sen- 
tence occurs: “This statement shows that during the 
year previous to that date the loans of the national 
banks were increased by $1,195,000,000, their invest- 
ments were increased by $668,000,000, and their de- 
posits showed an increase of $1,900,000,000.’ 

“Tt is interesting to note that this expansion of, bank 
credit in the national banks was not continued in 1918. 
The same statement issued by the controller on Octo- 
ber 16, 1918, shows that the aggregate resources of 
the banks only varied $30,000,000 during the first 
eight months of 1918. On December 31, 1917, they 
were $18,073,000,000, while on August 31, 1918, they 
had been reduced to $18,043,000,000. This, of course, 
indicates that no expansion of banking credit took 
place during that period.” 

The view of Mr. Forgan seems to be the more log- 
ical. It derives from accurate statistics and takes into 
account the psychology of the situation. In the past, 
industry has been extremely sensitive to opinions 
emanating from banking centers. New enterprises 
have been postponed and production has been curtailed 
when financial opinion was pessimistic. Panics re- 
sulted in the midst of plenty—solely because the money 
market gave expression to dismal views. It is our 
duty, therefore, to unite against irresponsible rumors 
of depression and false interpretations of bank statis- 
tics, to the end that prosperity may have a clear track 
for full speed ahead. 








ASSOCIATION witH fault-finders is harmful to a 
man of business. It lessens his confidence in himself. 
Friendship is not of the right caliber 
which manifests itself chiefly in adverse 
criticism of one’s plans. Some persons 
labor under the mistaken notion that 
friends must be frank with each other 
to the extent of calling attention to every flaw. This 
practice has a discouraging effect. It weakens initia- 
tive and power of decision. The frequent mention of 
faults works its result by imperceptible friction—an 
erosion of self-reliance, subtle and destructive— 
against which there is no adequate provision in the 
make-up of character. If the censorious friend were 
to concentrate all his admonitions and fault-finding in 
a single talk, there would be a flare-up of resentment 


Avoid the 
Friend Who 
Disparages. 
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which would put an end to the friendship or to the 
practice of disparagement. The merchant needs 
stimulation, encouragement, approval, helpful and 
constructive suggestions. He should choose friends 
who sympathize with his ambitions and who spur him 
to greater effort. 








RANDOM. NOTES AND SKETCHES. 
By Sidney Arnold. 


Instead of making a long list of resolutions which 
tax the memory and burden the will, a simple and sat- 
isfactory plan would be to resolve to practice happi- 
ness every day. This really includes all else. It means 
searching each day for the good qualities in our friends 
and neighbors. It implies a deliberate choosing of 
joyful things upon which to dwell and ignoring sordid, 
dismal, and unpleasant things. 

x * x 


We were talking about the queer things which hap- 
pen on account of stuttering and my friend Hamp 
Williams of Hot Springs, Arkansas, contributed this 
anecdote to the conversation : 

Included among the passengers on board a ship 
crossing the Atlantic recently was a man who stut- 
tered. One day he went up to the captain of the ship 
to speak to him. 

“S-s-s-s-s-s,” stuttered the man. 

“Oh, I can’t be bothered,” said the captain, angrily ; 
“go to somebody else.”’ 

The man tried to speak to everybody on board the 
ship, but none could wait to hear what he had to say. 
At last he came to the captain again. 

“Look here,” said the captain, “I can tell you what 
to do when you want to say anything; you should sing 
it.” Then suddenly, in a tragic voice, the man began 
to sing: 

“Should auld acquaintance be forgot and never 
brought to mind, 
The blooming cook’s fell overboard, and is twenty 
miles behind.” 
ok * aK 

Occasionally a merchant enjoys the delightful expe- 
rience of getting even with a deceitful customer. My 
friend C. E. Shields of the Rock Island Manufacturing 
Company, Rock Island, Illinois, gives an illustration 
to the point: 

Early one Monday a smartly dressed woman entered 
the big draper’s. 

“IT am sending back those coats you let me have on 
approval on Saturday,” she told the manager, blandly. 
“I find that none of them really fits me.” 

Then, with a gracious smile, she sailed out of the 
place. But she didn’t smile so blandly that night when 
she received a little parcel and a letter, which read: 

“Madam—wWe are returning the pair of gloves and 
the hymn book which you inadvertently left in the 
pocket of one of our coats which didn’t fit.” 

* * * 


Motives often change the import of flattering 
phrases. My friend M. E. Ledlie, sales manager 
Detroit Vapor Stove Company, Detroit, Michigan 
came in to see me the other day. We talked about the 
judicious use of praise and the proper admixture with 
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it of flattery and he told of a business man who called 
his typist to his room and said: 

“Miss Keytap, you are a very pretty young woman.” 

“Oh!” said Miss Keytap, blushing. 

“You dress neatly and you have a well modulated 
voice. I might add that your deportment is also above 
reproach.” 

“You shouldn’t pay me so many compliments.” 

“I only want to put you in a cheerful frame of 
mind,” said the boss, “before taking up the matter of 
your spelling and punctuation.” 

2K * 2K 

Know all the facts possible before taking action, is 
the advice of my friend W. D. Sager of Chicago who 
sells Danville stoves. He cites the classical case of the 
arrival at the office of the Muddetown Weekly of a 
fine young chicken by parcel post. 

“A piece of luck!” chortled the editor, as he glee- 
fully displayed the bird to his envious sub. 

That evening a sumptuous repast appeared on the 
editorial dining table, and nothing remained at the 
meal’s conclusion but the bones. 

A somewhat different complexion on the affair, how- 
ever, transpired next day when the chicken contributor 
wrote to the editor thus: 

“Dear Sir: A few days back I sent you a fowl. 
Would you be good enough to inform me what caused 
its death?” 

4K * * 

Contrasting Prussian rudeness with French courtesy 
and illustrating the latter, my friend Charlie Hubbard, 
Director Department Public Safety, Pittsburgh, Penn- 
sylvania, recounts the case of the French government 
official whose duty it was to issue passports for those 
who wished to go from one town to another. 

In accordance with regulations it fell to him to 
make out a passport for a rich and highly respectable 
lady of his acquaintance, who, unfortunately, had but 
one eye. 

Not wishing to hurt her feelings, the gallant French- 
man in filling out the description inserted the 
following : 

“Eyes, brilliant, brown and expressive, only one is 
missing.” 

*k * Ox 

Three doors there are to the treasure house of 
success. Each has a different lock, requiring a sepa- 
rate key to open it. No one may enter into the pleasant 
space of this treasure house save by passing through 
all three doors. Hence, all three keys are necessary. 
They are energy, humor, and grit, as set forth in 
these verses of Berton Braley: 


Energy, Humor, and Grit. 


How can you climb from the crowd and the press 
Up where the mighty ones sit? 
What are the magical words of success? 
Enercy, Humor and Grit! 
ENERGY, spurring you forward to meet 
Life and the luck she may send, 
Humor which laughs in the face of defeat, 
Grit which fights on to the end! 


Enercy firing the heart and the brain 
Thrilling each fibre with vim, 

Humor, which keeps a man sanguine and sane, 
Grit, which is dogged and grim; 

These are the magical tokens, no less, 
These are the keys that will fit, 

Into each lock on the doors of Success, 
—Ewnercy, Humor and Grir! 
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UP TO THE MINUTE 
NEWS SIFTINGS 








NEW YEAR’S SALUTATIONS COME TO 
AMERICAN ARTISAN FROM FAITHFUL 
FRIENDS. 


It is good to have occasional proof that friends re- 
member us—although we may know in our heart of 
hearts that we are not forgotten. The close relation- 
ship existing between AMERICAN ARTISAN AND 
HARDWARE Recorb and its advertisers and subscribers 
is not merely a commercial intercourse. It is intimate 
and friendly. Therefore, there is a warmth of senti- 
ment, deeply appreciated, in the New Year's saluta- 
tions which have come from folks in various parts of 
the country. Among those who have sent autographed 
cards are: 

George T. Bailey of Oliver Iron and Steel Company, 
Pittsburgh, Pennsylvania ; 

Hamp Williams, Hot Springs, Arkansas ; 

J. B. Comstock of P. and F. Corbin, New Britain, 
Connecticut ; 

H. P. and B. D. Chenoweth, Birmingham, Alabama ; 

Harvey J. Fueller of Detroit Vapor Stove Company, 
Middletown, Pennsylvania ; 

Joseph A. Rees of Brier Hill Steel Company, Chi- 
cago, Illinois ; 

Samuel M. Nicholson, President 
Company, Providence, Rhode Island. 

Whitaker-Glessner Company, Wheeling, West Vir- 
ginia ; 

Born Steel Range Company, Cleveland, Ohio. 

National Cash Register Company, Dayton, Ohio. 


Nicholson File 





PROCURES PATENT FOR OIL BURNER. 


Andrew J. Smith, Oakland, California, assignor of 
one half to W. B. Cochran, San Francisco, California, 
has procured United States patent rights, under num- 
ber 1,285,437, for an oil burner, described in the 
following : 

An oil burner com- 
prising a plate adapt- 
ed to support a burn- = 
er within a fire box, a 4 
pipe passing through 
said plate and having 
a plurality of verti- 
cally superposed hor- 
izontally extending 
members, the lower 
of which has a fuel 
escape opening, a reversible double deflector carried 
by one of said members to prevent the flame from 
striking two of the oil supply members directly, and 
means to control the fuel supply. 


- 
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Never judge a joke by the way women laugh at it. 


CHAMBER OF COMMERCE SUMMARIZES 
HOPEFUL BUSINESS PROSPECTS. 


A summary of the general business situation in a 
report of industrial and crop conditions has just 
been made to the Chamber of Commerce of the United 
States by its Committee on Statistics and Standards, 
ef which A. W. Douglas of St. Louis, Missouri, is 
chairman. 

The report points out that there is a widespread 
feeling that there must be such readjustments of prices 
as will bring them to a lower level, assuring stabiliza- 
tion of prizes and purchasing and adds: 

“The general desire is not for radical reductions, 
Lut rather for such gradual declines as conditions 
may warrant. Commingled with this is the knowl- 
edge that wages and salaries have much to do with 
the cost of commodities today and nothing is further 
from the general thought than that there should be 
substantial reductions in the income and purchasing 
power of the many, but rather that a realinement of 
this nature should assume the form of readjustment 
in the line of such wages and salaries as are not war- 
ranted under the changed situation. 

“There is today more than ever before the realiza- 
tion that few things contribute so much to the pros- 
perity of the country as universal and high purchas- 
ing power among the people. There is a universal 
belief, however, that the prices of most commodities 
are unduly and unnaturally high and that they must, 
therefore, be reduced to a lower level if any’ progress 
is to be made in the solution of the most pressing of 
all problems—the high cost of living.” 

Business is going on, the report declares, much as 
before the signing of the armistice, although in some- 
what reduced volume. The report continues: 

“There has been no sudden drastic economy, nor 
financial panic, nor in fact any of those untoward 
events which in the past we have reckoned as being 
the natural accompaniment of the end of a period of 
prosperity. In fact, there is a widespread feeling 
that the present situation is merely a readjustment 
and a realinement to something far better in the fu- 
ture when we shall have surmounted the difficulties 
that lie directly ahead of us, and thus found a firm 
foundation for greater business, both domestic and 
foreign, than we have ever known in the past.” 

“On the whole, however, the general thought is 
most immediately concerned as to how we shall com- 
pass the next six months, and how we shall get safely 
through the time between now and the coming harvest 
with as little disturbance to business as possible.” 

“Meanwhile buying of all kinds is cautious and con- 
servative and largely for immediate needs. Commit- 
ments for the future are mostly postponed until they 
become more immediately pressing.” 
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Manufacturing continues good throughout the coun- 
try, although it is feeling the loss of government con- 
tracts. Coal mining is busy and business conditions 
in iron and copper mining are good. Building and 
construction are still quiet, although increased activ- 
ity is predicted with the coming of spring. 

“When all has been said,” the report declares, “the 
situation is most remarkable, even when its uncer- 
tainty is taken into account, for its absence of depres- 
sion, gloom, and of pessimism.” 


-———_--_-———_-_+@-o 


SECURES PATENT FOR A STOVE AND A 
THERMOSTATIC FUEL DEVICE 
FOR GAS OVENS. 


Under numbers 1,285,042 and 1,285,300, United 
States patent rights have been assigned to the Ameri- 
can Stove Company of St. Louis, Missouri, by Robert 
K. Clark, and Benjamin E. 
Meacham, Lorain, Ohio, respectively, for a stove and 


Evanston, Illinois, 


a thermostatic fuel regulating device for gas ovens. 
described herewith: 


4% i 


Number 1,285,042: In a 
stove the combination with an 
open ended drum provided at 
its upper end with a plurality 
of upward projecting arms, 
of a frame having one part 
swingingly connected with 
one arm and its free portion 
adapted to rest on the other 
arms. 





ee 

Number 1,285,300: 
An improved indica- 
tor wheel for the pur- 
pose described, com- 
prising a body portion 
having its periphery 
provided with degree 
numbers indications 
from maximum to 
minimum and 
descriptive degree in- 
beginning 
with the slowest cooking at the minimum degree num- 
ber and ending with the hottest descriptive degree 
cooking at the maximum number degree cooking, said 
wheel having laterally projecting notches, and an arm 
projecting laterally in the same direction but beyond 
the said notches for the purpose described, whereby 


also 


dications 





the single indicator wheel may be adjusted to number 
degree cookery or descriptive degree cookery. 





STOVE MOLDERS GET TEN PER 'SENT 
INCREASE OF WAGES FOR 1919. 


As the outcome of a conference between the Stove 
founders’ National Defense Association and the In- 
ternational Molders’ Union of North America, held 
December 8 and 9, 1918, in the Astor Hotel, New 
York City, a ten per cent advance in wages was 
granted to the journeymen molders. This makes the 
day rate $5.75 for six hours’ molding. The decision 
was reached by peaceful methods of arbitration. It 
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is a notable triumph for the principle of collective 
bargaining in orderly fashion as against strikes and 
lockouts. 

The first conference out of which has developed 
this method of adjusting relations between molders 
of the Union in question and their employers of the 
Stove Founders’ National Association 
held in 1891. A resolution was adopted at that time 
which has been faithfully adhered to during the suc- 
It is a model of fairness, justice, and 


Defense was 


ceeding years. 
goodwill. It is worded as follows: 
“Whereas, There has heretofore existed a 


ment that the members of the Stove Founders’ Na- 


senti- 
tional Defense Association and the members of the 
International Molders’ Union of North America were 
necessarily enemies, and in consequence a mutual dis- 
like and distrust of each other and of their respective 
organizations has arisen, provoking and stimulating 
strife and illwill, resulting in severe pecuniary loss to 
both parties ; now, this conference is held for the pur- 
pose of cultivating a more intimate knowledge of each 
other, and of their methods, aims and objects, be- 
iieving that thereby friendly regard and respect may 
be engendered, and such agreements reached as_ will 
dispel all inimical sentiments, prevent further strife, 
and promote the material and moral interests of all 
parties concerned.” 

In view of the fixing of wages for stove founders 
until the end of the present year, it is not likely that 
there will be any great reduction in the prices of 
stoves. It is generally recognized that wages are one 
of the most important factors in determining costs 
Given the fact, therefore, that wages for the year are 
already determined, there can be no variation in this 
clement of the cost of production. Any lowering of 
prices, therefore, would have to come through more 
rigid economies in the management of the business. 
ut since high standards of efficiency are already m 
operation in most stove foundries, there is scant likeli- 
hood of lessening of costs of production in directions 
other than that of the already established wage cost. 
It seems to be the part of wisdom for stove retailers 
to take into consideration these inescapable facts and 
to make provision for taking care of the normal de 
mands of the trade by building up their stocks to a 
reasonable level of supply. 

seildiaciiraniiinih 


BUSINESS FAILURES CAN BE AVOIDED. 


The human death rate is reduced through precau- 
tions, and the business mortality can and should be 
reduced by intelligent care in buying and selling. 

It is possible so to conduct business after the war 
that the failure waste will be greatly lessened from 
that which obtained prior to and just following the 
The 


war-time experiences of enforced close buying and 


outbreak of the European War, in August, 14914. 


prompt paying contain valuable lessons for the future. 

There is everything in the present situation to en 
courage and inspire merchants to prepare intelligentl) 
for future conditions to take precautions against loss 
of every species, and thus avert serious harm to busi 
ness. 

Buy wisely, pay promptly. 

Sell prudently, collect promptly. 
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The Rochester Washing Machine Company, Roch- 
ester, New York, has been incorporated for $75,000 
to manufacture washing machines. The incorpora- 
tors are H. H. Stebbins, H. A. Nichols and L. B. Mc- 
Cabe. 

-eo- 


HARDWARE RETAILERS OF PITTSBURGH 
HOLD ELECTION OF OFFICERS. 


At the regular monthly meeting of the Pittsburgh 
Retail Hardware Dealers’ Association, held December 
27, 1918, at ‘ie Hotel Chatham, 423 Penn Avenue, 
Pittsburgh, . ennsylvania, the following officers were 
elected for the ensuing year: 

President: Louris J. HECKLER. 

Vice-presidentss A. R. Orr, Gustave SCHULTZE. 
IX. N. Traper, GEorGE H. HEGNER. 

Secretary: CHARLES W. SCARBOROUGH. 

Treasurer: SAMUEL MCKNIGHT. 

Plans for the annual convention and exhibition of 
the Pennsylvania and Atlantic Seaboard Hardware 
Association, to be held in the William Penn hotel and 
Motor Square Garten, February 11, 12, 13 and 14, 
1919, were fully discussed at the meeting. It was 
reported that over 70 per cent of the spaces for the 
exhibition have been contracted for, and the members 
of the Pittsburgh Retail Hardware Dealers’ Associa- 
tion are called upon to help dispose of the remaining 
30 per cent. 


OPENS AN AVENUE OF PROFITS TO 
RETAIL HARDWARE DEALERS. 








In a year when so many young men were in service 
and when the older men were carrying unusually 
heavy burdens, it was to be expected that during 1918 
there should be a falling off in the demand for shot 
shells both for field shooting and trapshooting. One 
of the things that helped materially to keep the sale 
of shells and targets fairly steady throughout 1918 
was the plan of holding Old Timers’ Shoots all over 
the country. While these events were held in honor 
of the veterans who had been shooting over the traps 
fifteen years or more, still it brought out large num- 
bers of the younger shooters too and prizes were 
offered to the high gun among the Old Timers and 
to the high gun among the Your x Timers. 

The Old Timers’ Shoot served to revive interest in 
trapshooting among many of the veterans who for 
one reason or another had not been visiting the gun 
club in recent years; it furnished the Old Timers with 
the opportunity to renew acquaintance and brought 


together the older and younger generations through 
their common interest in shooting; it gave the young- 
sters the benefit of the experience and wisdom of the 
veterans and helped the older men to realize that 
there is nothing like a regular afternoon at the traps 
to renew their youth and keep them fit for their work. 

The success of these’ Du Pont Old Timers’ Shoots 
is best indicated by the fact that 5841 shooters took 
part in 307 of these shoots scheduled in 1918. Of 
these participants 2628 were Old Timers and 3213 
did not claim to have been shooting for fifteen years. 
Over 450,000 targets were thrown in these events— 
nearly half a million. The dealers who cooperated in 
helping their local gun clubs to make a success of 
their Old Timers’ Shoot have been amply repaid by 
the increased interest in shooting and the steady de- 
mand for shells and targets. 

Now that the war is over and soldiers who have 
learned to shoot will soon be returning in large num- 
bers, the interest in trap-shooting is certain to be stim- 
ulated in all parts of the country and many gun clubs 
will be holding Beginners’ Day Shoots for which 
prizes are contributed by the Du Pont Company. 
Progressive ammunition dealers will find it profitable 
to take advantage of the opportunity to encourage 
these events in every way possible. 

santamanacnaiaisiilite 


CLEVELAND MAN PATENTS NEW ALLOY 
FOR CUTTING TOOLS. 


An alloy for use in cutting tools which is said to 
have efficient cutting properties has been patented by 
Hugh S. Cooper, Cleveland, Ohio, according to the 
Iron Trade Review. The alloy comprises nickel or 
cobalt, zirconium, aluminum and silicon, or their 
equivalents, together with one or more metals of the 
chromium group, for example, tungsten, molybdenum, 
chromium or uranium. According to the inventor, the 
introduction of one or more of the metals of the 
chromium group improves the cutting efficiency of the 
alloy. - 

In producing this material, the desired. portion of 
nickel oxide black and Brazilian zirkite, carrying a 
minimum of approximately 90 per cent zirconium 
oxide and about 15 per cent silica, is ground to 200 
mesh, sifted, dried and thoroughly blended with the 
desired amount of 200-mesh aluminum. 

This mixture is next transferred to a crucible, which 
is lined with magnesia or alumina, and lighted with 
magnesium ribbon. After the reaction, when the slag 
has solidified, the metal is tapped and transferred to 
a standardizing furnace and the desired amount of 
metal of the chromium group is then dissolved in the 
molten alloy. 

After standardization, the alloy is poured into 
molds made of carbon. The inventor states that the 
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more desirable alloys comprise 1 to 10 per cent silicon, 
1 to 12 per cent aluminum, I to 20 per cent zirconium, 
I to 25 per cent tungsten and the remainder nickel or 
cobalt. 

To cut down manufacturing costs, the inventor 
states that it is desirable to make a composition show- 
ing a scleroscopic hardness of 80 or go, but a com- 
position of this hardness, it is said, does not possess 
sufficient strength to be most efficient for cutting tools. 
It is said that an alloy showing a hardness of 58 to 
65 will cut almost any metal encountered in ordinary 
shop practice. For this reason, more nickel is added 
to a given composition which is harder than 58 to 65, 
thus increasing the strength and toughness of the com- 
position. 


-o-—___—___ 


GETS TWO WASHING MACHINE PATENTS. 


Under numbers 1,285,485 and 1,285,486, United 
States patent rights have been granted to William H. 
Voss, Davenport, Iowa, for an attachment for wash- 
washing 


machines and a machine described 


ing 
herewith: 
Number 1,285,- 
' 485: In laundry 
apparatus a tub 
support, a link 
pivotally connect- 
ed to said sup- 
port, a bench 
pivotally connected at one end to said link, means for 
rendering one of said pivotal connections rigid, said 
bench having at its opposite end a leg pivotally con- 
nected thereto whereby when said link is secured at or 
near its uppermost position said leg may be swung 
down to support the bench and when said link is se- 
cured at or near its lower-most position said leg may 
be folded under said bench to permit said bench to 
occupy a substantially horizontal position. 
f Number 1,285,486: In ap- 
paratus of the class de- 
scribed an extensible 
necting rod comprising two 
telescoping parts, a journal 
bearing at the outer end of 
each of said parts, and a 
gravity latch automatically 
operable upon the telescop- 
ing of said parts to lock 
them together. 











con- 








1,285,486 


~~ 


GO AFTER THE FARMERS’ TRADE. 





That the agricultural market is an inexhaustible 
selling market is a fact which hardware dealers should 
bear in mind when making plans for this year’s busi- 
ness. There is no let-up in the farming industry. 
Human beings must eat, whether fighting, working or 
loafing. 

The farmer’s anxiety has been relieved. He knows 
that nothing except the best can happen to him now 
for a long time. He is guaranteed high prices, and 
he is sure of a profitable business for the future. 

For four years he has fed the allied nations; now 
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he is called upon to feed the entire world for many 
months at least, and to replace the food surplus that 
wars have exhausted. There is a greater demand than 
ever before for the output of his farm. The return 
of the soldiers merely solves his labor problem! 

He has been denied by the demands of war many 
articles of necessity and luxury. These conditions 
have encouraged him to accumulate wealth and he 
actually has billions in government securities and in 
bank deposits. 

He is ready now to replenish his household from 
cellar to garret and to re-equip his farm. Incidentally 
they need it. 

Never before in the history of humanity did so 
great a class of men need sc many things as the Amer- 
ican farmer needs today. 

And most certainly never before in the world did 
any class of men have so much money to spend. 
Hardware, furniture, musical instruments, wearing 
apparel, fencing, implements, building materials, light- 
ing and water systems—all these and more the farmer 
needs and is willing and anxious to buy. 

So here are vast reservoirs of wealth that will soon 
be turned loose upon those industries w! ose products 
appeal. Here is a field unaffected by thc ~:aos of re- 
construction, by the fluctuations of markets or by the 
glutting of labor marts. 

Here is a field of steady, consistent demand for 
those things needed in six million American farm 





homes. 

Here is opportunity for business, absolutely without 
precedent. It is an opportunity where the field is 
definitely located, its limits almost boundless, and it is 
offered every American whose business can be adapted 
to the demands of rural life. 

The agricultural market is the one inexhaustible 
field of trade to which manufacturer and distributor 


can now safely turn. 
~*- 


ACQUIRES PATENT FOR A PROJECTILE 
OR SHELL FOR TOY CANNONS. 


Walter O. McDaniel, St. Louis, Missouri, assignor 
to Schroeter Brothers Hardware Company, St. Louis, 
Missouri, has procured United States patent rights, 
under number 1,285,287, for a projectile or shell for 
toy cannons and guns, described in the following: 
A toy projectile or shell, consisting 
«4 . of a member constructed to represent 
a real projectile and comprising a 
tubular shaped body portion provided 
with a tapered nose portion that forms a closure for 
one end of said body portion, an opening in one side of 
said body portion through which a paper percussion 
cap can be inserted, a metallic striking device recipro 
catingly mounted in said body portion and provided 
with a finger piece that projects laterally through said 
opening, a metallic “.ucface on said body portion that 
cooperates with said striking device to explode the cap 
when said nose portion strikes against an object that 
arrests the forward movement of said member, and a 
coiled spring that forces said striking device toward 
said metallic surface. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








PRIZE-WINNING WINDOW DISPLAY IS 
EXAMPLE OF TIMELINESS. 


\bility to recognize opportunity, no matter under 
vhat guise it comes, is not an inborn virtue. It is 
a faculty which can be developed. No one comes 
into the world knowing how to read the Greek text 
of Ilomer’s Iliad or the mysteries of the transconti- 
nental railroad time-table. These are accomplish- 
ments which are attained only through education and 
more or less strenuous effort. The ability to per- 
ccive Opportunity, therefore, is not a special talent. 


It is a development of the powers of perception with 


played in Greensboro, North Carolina, at the time 
It was ar- 
Hardware 


when the window exhibit was on dispay. 
ranged by Walter J. Smith for the Odell 
Company of Greensboro, North Carolina, and was 
awarded the Second Prize in AMERICAN ARTISAN AN! 
ITARDWARE ReEcorD Window Competition. 
\nyone familiar with the enthusiasm aroused by the 
national game of baseball knows how thoroughly it 
When a close con- 


Display 


takes possession of the people. 
test is impending between two States and when, more- 
over, the newspapers are teeming with stories of the 
players and every shop and factory and store and 
public gathering place is buzzing with talk of the 








Pen. 2. 
DARDWARE 











Window Display of Sporting Goods Awarded Second Prize in AMERICAN ARTISAN AND HARDWARE RECORD Window Display 


Competition. 


which we are all endowed in fairly equal measure. 
Opportunity is defined by the dictionary makers as 
“fit or convenient time; a time or place favorable for 
executing a purpose; a suitable combination of con- 
ditions. An occasion is that which falls in our way 
or presents itself in the course of events; an oppor- 
tunity is a convenience or fitness of time, place, etc., 
for the doing of a thing. Hence, occasions often 
niake opportunities.” 

As apphed to window displays, opportunity is al- 
most as multiple as the sands.of the sea. It needs 
not wait for occasion. In every neighborhood, there 
is some timely thing which is in the minds of the 
folk. 
nival, a convention of some popular fraternal society, 


It may be a community dance, a street car- 


or an intense rivalry between baseball clubs, or foot- 
ball squads. Whatever it is, the alert window trim- 
mer can make use of it to draw attention to the dis- 
This is well 


exemplified by the window exhibit shown in the ac- 


play which he arranges for the store. 


companying photograph, which has for its drawing 
influence the annual Carolina-Virginia baseball game 


Arranged by Walter J. Smith for Odell Hardware Company, Greensboro, North Carolina. 


great game, it goes without further saying that it 
is the main topic in the minds of the people. It is 
“asy to catch the eye of the passer-by during such 
times by connecting the window display with the big 
game. This was effectively done by Mr. Smith in the 
sporting goods exhibit under discussion. 

The description accompanying the photograph ex- 
plains the arrangement and color scheme and general 
plan as follows: 

“This display was made in honor of the annual 
Carolina-Virginia baseball game played in our city 
and the color scheme of the background was blue and 
white, the official colors of the Carolina team. 

The central part of the center piece at the back was 
pleated in blue and white with a pleated column on 
either side in blue carrying flower boxes from which 
draped wisteria. 

“Above the back of the panels was the blue and 
white drapery with a Carolina pennant as a center 
piece just above the head of the wax figure posed with 
a ball in the act of preparing to deliver same. 

“On either side of the central panel were placed 
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dark green panels before which were placed pedestals 
over which were draped American flags on which were 
mounted three bats crowned with a baseball resting in 
the tissue and silver paper. 

“Over the pedestals and shelving and about the 
floor next to the window was draped green velour on 
which were displayed baseball and tennis goods. 

“Reach window cards and two pennants displayed 
in the foreground in honor of the visitors completed 
the display.” 

DESCRIBES METHOD OF KEEPING SHOW 
WINDOWS FREE FROM FROST. 





lew things are more discouraging to the merchant 
than putting in time and labor on a window display 
and then to have the glass frost over so that all or 
a good part of the display value is wasted on the 
wintry air. 

In the first place, it is essential that your background 
be built clear up to the top of the ceiling and be as 
nearly airtight as possible. A good way to do this is 
to board up the back of the window about six feet 
high and then fill up the rest of the space with win- 
dow glass. On the boards in the window paste a 
couple of thicknesses of white unbleached muslin, be- 
ing sure that the work is neatly done. This muslin 
can be covered with red cambric or crepe paper. 

Or if you prefer a painted background you can sep- 
arate the muslin into panels by means of small pieces 
of molding and paint the panels with kalsomine of 
In the center of each panel could 
be painted a square of another color. After you are 
sure the background is practically airtight, you can 


any color you like. 


fix a ventilating system as follows: 

If the window glass is set in a heavy frame with 
the floor of the window dropped several inches below 
the lower edge of the glass, you can ventilate the 
window by boring a number of holes along the frame 
at the bottom and also at the top. The holes at the top 
are just as important as those at the bottom. The cold 
air will rush in the bottom holes and the warm air will 
come out at the top. Thus the air will circulate contin- 
ually and the temperature of the window will be the 
If this is done right, 
no frost will appear on the glass. The holes should 
be covered with a fine screen to keep out dust. In 
the summer the holes can be covered with a strip of 


same on both sides of, the glass. 


wood nailed on the back. 

If your window is not modern and if the floor of 
the window is even with the lower edge of the glass 
you can use another scheme. This is nothing more 
nor less than boring a hole in the wall under the glass 
and in the floor of the window just inside the glass 
and putting therein a tin tube or a stove pipe elbow, 
covering the outside part with screen wire to keep 
out the dust. Then bore holes at the top of the win- 
dow as recommended for the other type of window 
and then you will have a requisite circulation which 
will keep out the frost. 

One man tried it last winter and said his windows 
were the only ones in the town that did not frost a 
couple of severe cold spells. He said the contrivance 
was worth fully $500 to him during the winter. 
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If you use the elbow scheme the openings in the 
oor should be covered with cloth, such as cheese 
cloth. Air can't 
go through paper. 

Some merchants who doubtless will be impressed 


Don’t put paper over the openings. 


with the value of this plan will hesitate because it calls 
for an enclosed background. Don’t be one of these. 
Having an enclosed background not only will enable 
you to keep your windows free from dust, but they will 
equip you so you can have real window displays. 
sittin 
HARDWARE DEALER LEARNS A USEFUL 
LESSON FROM HIS WIFE. 


The wife of a small-town hardware dealer answered 
her door bell and found a peddler on the front porch. 

He was selling the greatest potato-parer ever in- 
vented and he gave a demonstration that convinced her 
at once, and she handed over a quarter. 

When the husband came home she showed him her 
bargain, and told him what she paid for it. Imagine 
her consternation when he said: 

“T have a gross of these down in the store and | 
sell them for ten cents each—when I find a purchaser.” 

The woman always has the last word, and hers was 
to the point: 

“Then for goodness sake why don’t you let people 
know what you have for sale?” 
. -7oo 


DING DOOR BOLT. 


PATENTS A SLI 


Roy B. Older, Danville, Illinois, assignor to Allith 


Prouty Company, Danville, Illinois, has obtained 
United States patent rights, under number 1,285,341. 
for a sliding door bolt, described herewith: 

A sliding door lock, in 
combination, a keeper plate 
adapted for attachment to 


one of said parts, a locking 





[ member adapted for at- 
tachment to the other of said parts, said member hav- 
ing a base, a hook mounted thereon to engage the 
keeper, the hook being adapted for swinging and longi- 
tudinal movement, a handle therefor, said handle being 
in engagement with said hook whereby when the hook 
is in open or closed position, said handle depends 
vertically from the axis of the turning movement of 
said handle for preventing movement of the hook. 


oe 


TAKE ORDERS BY TELEPHONE. 





The methods by which “Telephone Your Orders” 
may be brought before the public are practically end- 
less. Newspaper advertisements, circulars, street car 
cards attractively and carefully worded, signs placed 
in conspicuous places in the store itself, and even on 
In fact, the up- 


to-date store may impress this feature of its business 


delivery wagons are effective ways. 


so strongly upon the public that it will come to look 
upon it as almost a part of the firm’s name. 

A very effective scheme of soliciting telephone or- 
ders is the telephone window display. Here is an op- 
portunity to show the thousands of people who pass 
you store daily not only the goods in stock but the 
most convenient method of buying them. 
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Leaders in Hardware and Allied Industries Predict 
Era of Unobstructed Prosperity. 








rom a careful and unpiejudiced study of the in- 
dustrial situation in general, AMERICAN ARTISAN 
AND HARDWARE Recorp has reached the conclusion 
that our country is entering upon a period of vastly 
increased business and widespread affluence. Out of 
the war has come a broadening of view and a more 
cordial spirit of cooperation. This is the dominant 
factor in all estimates of the future. In Illinois, for 
example, it finds enthusiastic expression in the state- 
ment issued by John M. Glenn, secretary Illinois 
Manufacturers’ Association, who declares that “the 
demand for manufactured goods confronts us on 
every corner. The farmer has had good crops and 
high prices and now has considerably more grain on 
hand than is usual this time of year. There are at 
least 275,000,000 bushels of wheat alone worth $600,- 
000,000. | may be more optimistic than some, but 
[ do not see how the government or any other agency 
can ditch the manufacturers, no matter what the 
trade commission or congress or the tax collector 
may do. * * 

“The plant owner is ready to keep the wages up. 
He is ready even to pay more. He will put all the 
soldiers to work when they come home and he will 
make places for more men if we can get the wheels of 
industry started. 

“There is not a service corporation or a service plant 
of any kind in the United States that is being run up 
to snuff or that has all the men and women it needs.” 

The policy of the retail merchant is a vital element 
in the growth of this prosperity. As the distributor of 
commodities to the consumer, he exercises an essential 
function in the processes of commerce. Here and 
there throughout the land, retailers have been unduly 
influenced by opinions which are at variance with the 
general estimate of conditions. It is for the purpose 
of placing before such dealers and the trade in general 
that AMERICAN ARTISAN AND Hakpware RECORD 
asked some of the representative people in ‘the hard- 
ware and allied industries to give their views of the 
outlook. The following letters in response to the re- 
quest are, in the main, a corroboration of the conclu- 
sions set forth in the foregoing paragraphs: 

Buy Amply, But Wisely, of Standard Lines. 
“To AMERICAN ARTISAN AND HARDWARE REcorD: 

“Answering yours of the 27th, we do not think con- 
ditions justify the extreme conservative attitude as- 
sumed by many retail merchants at this time. On the 
contrary we believe merchants should adopt a pro- 
gressive policy in their buying and selling in 1919. 
There should be no lack of business. Stocks are 
everywhere depleted. There exists a world shortage 
of commodities of all kinds. A tremendous amount 
of construction work long held up will be pushed to 
completion, during the next few years. The railroads 
will need to replenish and repair equipment. Europe 


must be fed and that with domestic requirements in 
the food line assures continued prosperity for the 
farmers. The immense program for reconstruction 
work overseas and America’s enviable position as a 
creditor nation are additional reasons why there will 
doubtless be a continuance of prosperous business con- 
ditions. 

“Therefore, we say, the policy of the merchant 
should be progressive. Don’t plunge. A good middle- 
of-the-road course is safest but a man can be safe and 
yet progressive. Buy amply, but wisely of carefully 
selected goods from a few standard lines. Fix a fair 
margin of profit and go to it. Get the right mental 
ettitude. Face the future with confidence. Don't wait 
to see what is going to happen, but go right out after 
the business and get a share of the prosperity which 
the country is destined to enjoy. 

“This in brief is our opinion of what the policy of 
the merchant should be in 19109. 

Yours very truly, 
Mitton D. JONEs, 
Secretary-Treasurer, 
_Richard-Wilcox Manufacturing Company.” 

Aurora, Illinois, December 28, 1918. 

Is Optimistic as to General Business Conditions. 
“To AMERICAN ARTISAN AND HARDWARE RECORD: 

“In reply to your favor of December 27th asking 
expression of our opinion in regard to conditions for 
the first half of next year, would state that we are 
optimistic in regard to general business conditions. 

“Business is largely a matter of confidence and we 
believe that the merchants of the country are slowly 
coming to realize that business is going to be good 
and that present values are going to continue for 
some time in the future. It must be remembered that 
the Government has guaranteed the price on many 
necessities of life, such as wheat, and with wheat sell- 
ing at $2.20 a bushel the cost of living is going to con- 
tinue to be high and consequently the cost of fabri 
cated products will continue on a high level. 

“There of course will be some adjustments in price. 
Some items have been practically put off the market 
hecause of high prices due to the demand of the war. 

“It is our opinion, however, that on the general run 
of merchandise present values will hold and we be- 
lieve that the retail merchants are perfectly safe in 
buying their normal requirements. We would not 
recommend any speculative buying especially until 
spring business has opened up. 

“In the next three months we will be able to judge 
fairly well the extent of the reconstruction work that 
will be done in this country. There will no doubt be 
a large amount of building, state, and government 
work which will require millions of dollars’ worth of 
supplies to complete as well as a large amount of labor. 
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“We trust we have given you our opinion on this 
subject in accordance with your request. 
Yours very truly, 
IrvinG S. Kemp, 
Sales Manager, 
Vaughan and Bushnell Manufacturing Company.” 
Chicago, Illinois, December 30, 1918. 
Says There Are Good Times Ahead. 
“To AMERICAN ARTISAN AND HARDWARE REcoRD: 

“The business for 1918 is now about completed and 
an inventory will demonstrate to many that their 
profits are showing up fairly well if they take into 
consideration the troubled condition of the war in gen- 
eral and the building industry in particular. 

“To a large number it will also show that these con- 
ditions have proven disastrous for their business. In 
nearly every case, however, the trouble may be traced 
to the individual directly. 

“The experience of the last year should be consid- 
ered in formulating your plan for 1919. It is true 
that business is somewhat in an unsettled condition 
right now, but indications point conclusively to the 
fact that there are good times ahead. 

‘lor the past two years, very few buildings, except 
in the war work localities, have been constructed. 
l‘armers in particular have prospered and it is only 
natural to assume that some of the money which they 
have accumulated will be spent in erecting houses, 
barns, etc. The prosperous condition of the farmers, 
in the first place, will affect the smaller cities, as their 
money will be spent in these places. But it must also 
affect larger cities not in direct connection with the 
farm trade. It is my candid opinion that when the 
weather allows building operation, there will be much 
activity along this line. Prices of sheet metals may 
decline some, but with the present high rate of wages 
the reduction will be very slight. Whereas it may be 
advisable to await purchasing in large quantities until 
the building season opens up, I believe that those who 
are prepared to take care of the work, will reap the 
benefit. 

“The slight reduction in prices, if any, will not make 
up for loss of business sustained on account of in- 
ability to furnish. 

“That our company is anticipating an increase in 
their output is best evidenced by the fact that we have 
already bought tin plate and sheet metals in fully as 
large quantities, as we have in former years, and that 
we are not awaiting a reduction in price. 

“Preparing to meet the demand for sheet metal 
work will, without a doubt, prove to be profitable, as 
these great United States of ours will be called on to 
furnish supplies for the balance of the world. 

“TI believe everyone should prepare to share in the 
prosperity that is ahead of us, and be optimistic with 
regard to the future. 

Yours truly, 
GeorceE Harms, 
Secretary, 
F. Meyer and Brother Company.” 
Peoria, Illinois, December 29, 1918. 
Says Prices Will Not Decline. 
To AMERICAN ARTISAN AND HARDWARE REcorD: 
Answering your letter of the 27th will say that a 
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close analysis of the business situation as it exists 
today does not in any way warrant belief on the part 
of the dealer that prices are going to decline within the 
next six or twelve months. 

Unquestionably many dealers are pursuing a buying 
plan that is altogether too conservative. I was talking 
the other day. with a representative of one of the larg- 
est advertised lines in the country and he advised me 
that their inquiries from prospective buyers as a result 
of their national advertising were larger than ever 
before in the history of their company. I can add to 
that the fact that the inquiries in our own business 
far exceed our expectations. I believe that no more 
positive proof is needed to show that the public is 
disposed to be, if anything, more liberal in their buying. 

Insofar as the dealers are concerned, they should 
bear in mind the fact that practically every manufac- 
turer has been heavily curtailed so far as his output is 
concerned. Raw materials in nearly all lines have been 
so scarce and hard to obtain that it was impossible 
for many manufacturers to produce their commodity 
at all. The average manufacturer has practically no 
raw material on hand and very small stocks of the 
finished product. The operation of the War Industries 

Soard prevented the accumulating of large stocks of 
raw material and the manufacturer today must wait 
until the mills adjust themselves to the peace basis 
before he will receive raw material in anywhere near 
normal peace time quantities. 

The jobber is practically in the same position as the 
manufacturer from whom he must buy his stock. It 
will be at least six months and more, probably. a year, 
before there can be a downward revision of prices. 
It is nearly two months ago that the Armistice was 
signed and the market price on raw materials remains 
practically unchanged. Prices have decreased slightly 
upon some items but have advanced on more. The 
labor problem must be faced by the manufacturer. 
Lowering of labor prices is out of the question. There 
may be exceptional cases where manufacturers have 
carried heavy stocks of material bought at pre-war 
prices that will enable the lowering of prices. Such 
cases, however, are the exception and not the rule. 

As I view it the big question today is whether or 
not the manufacturer and jobber will be able to fur- 
nish the merchandise when it is wanted by the dealer 
later on. The dealer who has studied the problem 
and is alive to his own and his customers good inter- 
ests is buying now. He will be able beyond a doubt 
to cash in on his foresight and the inability of his com- 
petitors to supply the demand of their trade. 

In addition to the material situation the manufac- 
turer must contend with the labor problem. Labor is 
being paid a scale of wages that enables them not only 
to make a bare living, but to enjoy some of the good 
things in life as well, and this company for one will 
never lower the price of their product to the detriment 
of the living standard of our employes. This applies, 
of course, to the labor prices on peace time commodi- 
ties. Some manufacturers, of course, have had to 
offer enormous wages in order to turn out government 
contracts on time. This situation, however, will be 
corrected in the natural process of rehiring. 

Summing up the entire situation as it exists today 








| believe that both the manufacturer and dealer are in 
line for an exceptional year’s business, provided all 
work in harmony. It is well for all of us to be some- 
what conservative but not to the extent of expecting 
less business. The demand for merchandise during 
the coming year’ will be heavier than ever before and 
the wise dealer will so adjust his buying that he will 
be in a position to supply that demand. 1 am sure that 
your excellent publication can be of much help toward 
strengthening the cooperative spirit that must exist 
between the manufacturer and the dealer at this time. 

The officials of this company join me in wishing 
your entire organization a prosperous and success- 
Very truly yours, 

M. E. Lepwie, 


Sales Manager, 


ful year. 


The Detroit Vapor Stove Company. 
Detroit, Michigan, December 30, 1918. 
Sees No Lowering of Prices for Months to Come. 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

We have your favor of the 27th, dwelling on the 
tendency of conservatism in buying as indicated by 
the retail trade. We can only say from our point of 
view that we do not believe there is going to be lower 
prices, or can we see any immediate reason for such a 
condition from facts that we are now dealing with, 
namely, raw material purchased at the high prices 
and still a shortage of labor in our business which will 
vontinue to make the high wages, so that there is noth- 
ing entering into the cost of production of Delta Files, 
that could in any way possibly indicate lower prices 
for months to come. 

Yours very truly, 
J. M. Horret, 
Vice-president and Secretary, 
Delta File Works. 
Philadelphia, Pennsylvania, December 30, 1918. 
Stocks of Staple Lines Are Low. 
To AMERICAN ARTISAN AND HARDWARE RECORD: 

As the year 1918 draws to a close we have made a 
careful survey of the situation and the conditions of 
the hardware trade. It seems evident from all that 
we can learn that there are comparatively small and 
in many cases no stocks of the staple lines of hardware 
in the hands of the jobbers. Same condition is true 
of the stocks of the retail hardware dealers and the 
general supply houses throughout the country. Con- 
sumers also have been unable to accumulate normal 
stocks of goods beyond their immediate needs. Manu- 
facturers ‘generally close the year with exceedingly 
heavy unfilled orders on their books and with the de- 
mand for their products only appreciably, if at all 
lessened. 

With conditions as above indicated it seems entirely 
reasonable to assume that manufacturers, jobbers and 
retailers of hardware may confidently look forward 
to a very active business during 1919. It seems also 
reasonable that there is_little likelihood of there be- 
ing any early decline in the manufacturers’ prices of 
This is evident from the fact that manu- 
Raw materials 


staple lines. 
facturing costs have not been reduced. 
still are at maximum prices and manufacturers gener- 
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ally are not inclined to suddenly or radically reduce 
the price of labor. All conditions would therefore 
seem to indicate an active business and generally the 
maintenance of present values. 
Yours very truly, 
WALLACE L. Ponp, 
Domestic Sales Manager, 
Nicholson File Company. 
Providence, Rhode Island, December 31, 1918. 


; e+ 
INDICATES BEST WAY TO HANDLE THE 
SALES PROBLEMS OF JANUARY. 

It is the easiest thing in the world for the hardware 
dealer, after the Christmas season, to let things go, 
says a writer in the Michigan Tradesman. The buy- 
ing public has had a strenuous time in the holidays, 
and is disposed, in the ensuing reaction, to take a 
rest. Hence, purchases are limited to articles abso- 
lutely necessary. The hardware merchant, who like- 
wise went through the strenuous campaign, is also 
disposed to rest, particularly when he considers the 
difficulty of interesting an overbought public in the 
stale subject of buying more goods. Customers are 


retrenching; business is hard to get; the weather 
is cold—why stir out, when it is easier to sit by the 
fire? That mental attitude of the 


average person toward extra exertion in dull, cold 


represents the 


January. 

The dealer who makes a go of it all the year round 
is, however, more than an average person. He recog- 
nizes the grim necessity of keeping thing always mov- 
ing. Ile welcomes the dull days of January, for in 
them he has leisure to sow the seed and cultivate the 
soil, wherefrom, in spring, summer and fall, he is to 
reap his big harvest. He recognizes, too, that every 
extra effort he puts forth in the coming month to keep 
the buying public interested in his store will still be 
helping him to secure business when another Christ- 
mas season comes round. 

The big event in January is stock-taking. 
shadows the actual buying in importance, as most 
merchants view it. lor one thing, it is a strenuous 
undertaking. Furthermore, it is an absolutely neces- 
sary one. With the old year passing out, it is time 
to plan for the new year stock-taking. 


It over- 


With stock-taking plans there should go, hand in 
hand, the plans for the new year’s work. Each year 
he is in business should see the merchant, with his in- 
creased store of experience, better equipped to handle 
business problems. If, today, you are not a better 
and more capable merchant than you were a year ago 
—if today you could not handle more efficiently and 
satisfactorily the problems that you faced in Decem- 
ber, 1914—there is something the matter with vour 
development. 

There is no store so efficient that its methods cannot 
be improved. The past year has shown your weak- 
nesses; now is the time to give them careful consid- 
eration, and make your arrangements to prevent their 
recurrence. The weak spot may be in the buying end, 
or in the selling staff. There may be failure to turn 
over the stock quickly enough, or the salespeople may 
need to be jacked up, and enthused. Advertising 
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efforts during the past year may have been merely 
half hearted; now is the time to plan for advertising 
that will produce big results. If you have never tried 
a mailing list campaign, this is a good time to compile 
a mailing list and map out your plans for following 
up your prospective customers. So, too, the winter 
months represent for the hardware dealer an excellent 
time to lay careful plans for his spring paint-selling 
campaign. 

January and February, by their very inactivity at 
the selling end, offer excellent opportunity for careful, 
unhurried planning for the more productive months of 
the year. 

The great danger in letting up during the winter 
months is, that customers get into the habit of going 
elsewhere when they buy at all. The result is that, 
when the busier springtime comes, the merchant who 
has gone resolutely on with his advertising and ag- 
gressive hustling for business has the advantage in his 
efforts to secure spring trade. Hustling in January 
may seem unprofitable in the immediate result; but 
it has its effect in March, April and May. 

In December, you had the customers coming; so far 
as hustling will help, it’s up to you in the winter 
months to keep them coming. 

The big inducement to January buying is unques- 
tionably price. Coincidently, every hardware dealer 
has in stock lines which it is desirable to clear out even 
at a sacrifice, rather than carry over to another 
season. 

This coincidence represents the hardware dealer's 
opportunity. 

The price appeal should, therefore, be featured in 
This does not mean, however, that 
The mer- 


January selling. 
profits should be thrown recklessly away. 
chant who has mastered the skilful use of “leaders” 
and “features” will have learned that it is not neces- 
sary to give things away in order to sell them. 

In this connection the recognized policy, of the 
1o-cent stores is a good guide. They often sell an 
article worth 50 cents, $1 or even more for the regula- 
tion price of 10 cents. But that 
for one hour only of the sale. 


article is sold in 
limited quantity, or 
Ordinary articles carry practically the normal profit. 
The same policy, adapted so as to cover a wider range 
of stock, can be utilized to advantage by the hard 
ware dealer in his January sale. He should select for 
his feature a popular article, that will be sure to inter 
est a large number of people. He should feature this 
article at a price which will startle everybody into stark 
attention. And his regular lines should, coincidently, 
be shaded ever so slightly. special sale, planned 
along these lines, will on the one hand attract many 
customers ; and will, on the other, give the merchant a 
fair margin of profit. More than that, it will bring 
him into touch with a number of new customers; he 
should plan to follow up these aggressively with a view 
to securing their permanent patronage. 

The appeal of the special sale in January will be 
largely to women. To begin with, women are more 
apt than men to be interested in price. The average 
man who is buying tools, for instance, realizes without 
being told that they are part of his livelihood, and that 


price 1s a less important consideration than service, 
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and that service depends on quality. But the women 
will respond readily to the price appeal; and every 
modern, wide-awake hardware dealer knows that it is 
good policy to interest women in his store. 

Hence, the January sale should specialize on house- 
hold goods. , 

The sale, once planned, should be pushed along in 
a wholesouled way. Advertising is necessary—liberal 
and striking advertising. The newspaper columns can 
be used to good advantage, always featuring price. 
This advertising can be supplemented by the sending 
out of circular letters, and the distribution of dodgers 
and hand bills on the public market and from door 
to door. These dodgers can be merely duplicates of 
the regular advertisement and ¢an be struck off at 
small extra cost. 

The window is, of course, a big selling factor; and 
in the window displays—there should be several in the 
course of the sale—the merchant will naturally em- 
phasize the “features” on which he is giving a special 
price. Show cards and price tickets can be used to 
advantage, and the specials should be prominently dis- 


played throughout the store. 
“*se- 


OBTAINS PATENT FOR NUT SPLITTER. 


James McMahon, Enderby, British Columbia, Can- 
ada, has secured United States patent rights, under 
number 1,285,292, for a nut splitter described herewith: 

In a nut splitter comprising a 
pair of relatively long arms having 
their outer ends pivotally connected 
together, a pair of jaw arms, one of 
each of said jaw arms being con- 
nected to the outer ends of said 
pivotally connected arms, cutting 
edges formed with said jaw arms 





at right angles thereto, teeth formed 
with said jaws, and links connecting said angular cut 
ting edges together whereby the teeth of said jaws will 
be in mesh substantially as and for the purpose 
specified. 

Pt 
OBITUARY. 


William H. Coldwell. 
An exceptionally attractive personality, coupled with 
the 
lamentable the passing away of William H. Coldwell, 


briliant commercial talents, rendered all more 


president of the Coldwell Lawn Mower Company, 
Newburgh, New York. 
pacity of head of that concern, he guided its destinies 


lor thirteen years, in the ca- 
with sure judgment and unerring vision. No more 
estimate of the 
which he exercised upon the affairs of the company 


sincere and illuminating influence 


and the men connected with it could be made than 
that which is set forth in the following resolution of 
condolence adopted at a special meeting of the Board 
of Directors of the Coldwell Lawn Mower Company: 

“Resolved that this Board record the déep sorrow 
of the individual members of the Board in the death 
of William H. Coldwell, the President of the Coldwell 
lawn Mower Company, for the past 13 years. His 
unfailing devotion to the interests of the Company, 
his unswerving loyalty to it, and his invariable good 
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nature made his association with us a constant joy 
and his death has created a void which will remain 





William H. Coldwell. 


with us while memory lasts. To his widow and family 
we extend our warmest sympathy.” 
SA 
OPPORTUNITIES FOR FOREIGN TRADE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 





The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 


ber as given herewith: 

27868—Agencies are desired from American manufac- 
turers and exporters for the sale in France of tools of all 
kinds. Correspondence should be in English. 

27875—A man in France desires to secure an agency and 
have a stock of hardware, agricultural implements, etc., for sale 
in Alsace and the east of France. Correspondence should be in 
French. Reference. 

27878—A commercial man in the Netherlands wishes to 
secure an agency for the sale of metal household goods of 
different qualities. Terms. cash with discount of 2% per cent, 
or 30 days, 2 per cent discount. Correspondence may be in 
English. Reference. 

27886—A man in Switzerland desires to secure an agency 
for the sale in the central part of France of agricultural ma- 
chinery of every description and accessories. Correspondence 
should be in French. Reference. 

27893—-A business man in France desires to secure an 
agency for the sale of machinery and tools. Correspondence 
should be in French. 

27908—An agency is desired by a man in France for the 
sale of bicycle accessories, such as rims, spokes, and ball 
bearings. Terms to be payment against documents. Corre- 
spendence should be in French. References. 

27909_A firm in Ttaly desires to secure an exclusive 
agency for the sale of brass and iron tubes (black and zinc 
coated) and fittings, iron sheet, tin sheet, files, steel bits for 
drilling metal, band and circular saws, woodworking and 
metalworking tools and small machine tools, and electrical 
supplies and equipment. Terms, 30 to 90 days’ credit, or 
cash in 30 davs with 2 ner cent discount. Correspondence 
shou'4 he jn Ttalian. References 

27914.-—A man in France desires to secure an agency with 
a stock of goods for the sale of agricultural machines and 
implements. Correspondence should be in French. Reference 


AMERICAN ARTISAN AND HARDWARE RECORD 





January 4, 1919. 


COMING CONVENTIONS. 


Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, Missouri, January 14, 15 and 16, 1919. 
H. J. Hodge, Secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Associa- 
tion, Spokane, Washington, January 15, 16 and 17, 1919. 
FE. E. Lucas, Secretary, Hutton Building, Spokane, Wash- 
ington. 

Texas Retail Hardware and Implement Association, Dal- 
las, Texas, January 21, 22 and 23, 1919, Adolphus Hotel. A 
M. Cox, Secretary, Dallas, Texas. 

Oregon Retai] Hardware and Implement Dealers’ Asso- 
ciation, Portland, January 21, 22, 23 and 24, 1919. E. E. 
Lucas, Secretary, Hutton Building, Spokane, Washington. 

Mountain States Hardware and Implement Association, 
Denver, Colorado, January 21, 22 and 23, 1919, Brown Palace 
Hotel. W. W. McAllister, Secretary, Boulder, Colorado. 

Indiana Retail Hardware Association, Indianapolis, In- 
diana, January 28, 29, 30, and 31, 1919. M. L. Corey, Secre- 
tary, Argos, Indiana. 

Nebraska Retail Hardware Association, Omaha, February 
3, 4, 5 and 6, 1919. Nathan Roberts, Secretary, Lincoln. 
Nebraska. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 5, 6, 7, 1919. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Pennsylvania and Atlantic Seaboard Hardware Association, 
Pittsburgh, Pennsylvania, February 11, 12, 13, and 14, 1919. 
Sharon E. Jones, Secretary, Fulton Building, Pittsburgh, 
Pennsylvania. 

Iowa Retail Hardware Association, Coliseum, Des Moines, 
nara 12, 13, 1919. A. R. Sale, Secretary, Mason City, 
owa. 

Michigan Retail 
February 11, 12, 13, 14, 1919. 
Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, 
February 12, 13, 14, 1919. C. N. Barnes, Secretary, Grand 
Forks, North Dakota. 

Illinois Retail Hardware Association, Chicago, Hote 
Sherman, February 17, 18, 19 and 20, 1919. Leon D. Nish, 
Secretary, Elgin, Illinois. 

Ohio Hardware Association, Columbus, Ohio, February 
18, 19, 20 and 21, 1919, Columbus, Ohio. James B. Carson, 
Secretary, Dayton, Ohio. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 18, 19, 20, 21, 1919. H. O. Roberts, Secretary, Metro- 
politan Life Building, Minneapolis, Minnesota. 

New York State Retail Hardware Association, Buffalo. 
New York, February 25, 26, 27 and 28, 1919, Hotel LaFayette. 
John B. Foley, Secretary, 607 City Bank Building, Syracuse, 
New York. 

Kentucky Hardware and Implement Dealers’ Association, 
Tyler Hotel, Louisville, February 25, 26, 27, and 28, 1919. 
J. M. Stone, Secretary, Sturgis, Kentucky. 

Michigan Sheet Metal Contractors’ Association, Kala- 
mazoo, March 5, 6, 7, 1919. Park-American Hotel. F. E. 
Federle, 1121 Franklin Street, S. E., Grand Rapids, Michigan. 


Hardware Association, Kalamazoo, 
Arthur J. Scott, Secretary, 





RETAIL HARDWARE DOINGS. 


Kansas. 
L. G. Cochran has sold his hardware stock at Florence to 
J. B. Meirowsky. 
H. S. Kinkade will take charge of the sales and of the 
husiness of J. O. Tulless’ hardware and implement store at 


Sedan. 
Missouri. 
The Peterman Hardware Company, Plattsburg, has 
moved its stock to a new location, in the Clay and Funk- 


houser bank building. 
North Dakota. 


The Berg Brothers hardware business at Rolette has been 


dissolved. 
Oklahoma. 


J. N. Goff has sold his hardware store at Pawnee to F. 


A. Grabe. 
South Dakota. 


E. E. Johnson will open a hardware business at Mercedes 
under the name of the Borderland Hardware Company. 
Texas. 
George Wright has moved his hardware business from 
Tahoka to Eastland. 
M. Lewis of Bear Valley has purchased the hardware 
store at Lime Ridge owned by Amos Peckham. 
A recent fire destroyed the store building and warehouse 
of M. Schwart, the hardware and implement merchant at 


Hempstead. 
Charles Schuler of Petersburg has purchased the stock 


he sold a few months ago to M. Thoxton. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








GIVES ADVICE ABOUT THE CLUTCH. 


When a clutch slips badly, and yet the leather seems 
to be in a good condition, it is probable that either the 
clutch spring tension is insufficient to keep the parts 
close in driving engagement or else there is a coating 
of lubricating oil on the leather facing. It is a simple 
matter to adjust the clutch spring to the required ten- 
sion, unless it has been weakened by long service and 
needs replacement by a new one. 

If the trouble is caused by oil, the application of 
fuller’s earth to the leather will absorb the oil and put 
matters right. On some cars the action of applying 
the emergency brake and latching it, will hold the 
clutch out of engagement sufficiently to allow the ap- 
plication of the fuller’s earth. 


= =a 
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GETS PATENT FOR AUTOMOBILE LOCK. 





Floyd Monrough Crank, Muskogee, Oklahoma, has 
procured United States patent rights, under number 
1,284,608, for an automobile lock, described herewith: 

An automobile lock comprising a casing having a 
top overhanging flange and a depending reduced por- 
tion formed with a recess, a dog pivoted in the recess, 
a spring for normally projecting the upper end of the 





dog to coOperate with the flange to hold the lock in 
locking position, a rod pivotally connected to the upper 
end of the dog and mounted to reciprocate in an open- 
ing formed in the casing, said rod having teeth on one 
edge, and a key having teeth near one end to engage 
the teeth on the rod to withdraw the dog in the recess 
to unlocked position. 

— — 


CARBURETER MUST BE ADJUSTED. 





Hardware dealers who sell-carbureters should know 
something about the use and operation in the handling 
of the gasolene mixture. It stands to reaswn that the 
carbureter must be properly adjusted. If the mixture 
is too rich too much gasolene is used, and if it is too 
lean the throttle must be opened too wide. The mix- 
ture should be slightly lean, which is obtained by run- 
ning the engine idle until it is thoroughly heated and 
then changing the low speed adjustment very slowly 


ually operable means for spreading the jaws apart. 





The mixture 
is then made slightly richer until the engine runs well 
again. The throttle is then flashed open and the high- 
speed adjustment is made weaker until the engine is 
drawing too much air and popping occurs at the car- 
bureter. Do not hold the throttle open, but flash it 
open and close it immediately, so as not to wreck the 
engine, by racing it too much. Popping back at the 
carbureter shows too lean a mixture and the high 
speed adjustment is changed until the popping stops. 
The throttle is then flashed open several times to see 
that the engine responds smoothly and rapidly. 


until the engine begins to lose power. 





SPARK PLUG IS PATENTED. 


Under number 1,284,309, United States patent 
rights have been granted to Frederick Gerken, New 
York City, for a spark plug described in the following : 

In a spark plug, the combination with 
an outer ring-shaped terminal, of an in- 
ner ring-shaped terminal spaced approx- 
imately uniformly from the inner sur- 
face of said outer terminal and having 
an open center; and supports for said 
terminals, said inner terminal formed of 





* 1,284,309. 
wire bent to form a ring. 





Owners of automobiles with only a moderate income 
are interested in cutting down the expenses of run- 
ning a car. Consequently they look with favor upon 
a gasolene carbureter which can successfully be used 
with kerosene. A short time ago a competitive test 
was carried on in New York with the New Holley 
gasolene carbureter, designed especially for the Ford 
The test proved that an average of slightly more 
than thirty-two miles to the gallon of straight kerosene 


car, 


could be maintained without difficulty. 


ee 


PATENTS TIRE REPAIR TOOL. 


Thomas I. Smythe, Grand Rapids, Michigan, has 
been granted United States patent rights, under num 
ber 1,284,485, for a tire repair tool described here 
with: 

A tool of the character 
described comprising a pair 
of pivotally connected lev- 






6 ees 
_- ate et Peay HL Ty 
‘ ers, said levers having at 
one end duplex jaws formed by substantially T-shaped 
heads, said jaws being arranged in the same horizontal 
plane as the levers, said jaws being flat on their op- 
posed faces for contact with each other and being re- 
versely tapered with respect to each other, and man- 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 











As showing how to exploit a small amount of space 
to good purpose, the advertisement of I. A. Thiele 


Company, herewith reproduced, can be studied to ad- 


NOTICE! ee 


QUICK MEAL RANGES 
and 


HEATING STOVES 


vantage. 
peared in the 
Evansville Jour- 
nal-News, 
Ievansville, In 
diana. It is 
brisk, snappy, 


are being sold at old prices and persuasive. 

as long as they last. Come Selling heating 
’ 

stoves and 


get yours, quick. 

Cash or credit—at same 
prices. 

I. A. THIELE CO. 

ers. The short, staccato sentence, “Come, get yours, 
quick,” galvanizes buying sluggishness into action. 
Power is added to the appeal of this bustling adver- 
tisement by the inclusion of a well-known, widely ad- 
vertised line of trademarked ranges. Cash or credit 
at the same prices is a liberality which is certain to 


ranges at old 
prices is a 
forceful induce- 
ment to custom- 


draw many desirable customers. 
* - és 
The chance to make some extra money is seldom 
rejected, even by the most visionary dreamer who ever 








Wood Sawing Outiit 


There will be a big demand for wood this winter on account of the 
shortage of Coal, and the farmer who has one of our “Worthing- 
ton” Portable Wood Sawing Outfits will have a chance to make 
some extra money. 

We have a large stock of Portable and Stationary Kerosene En- 
gines from the smallest to the largest sizes. If you are ih need of 
an engine for grinding Feed, Meal, Grists, Cutting Ensilage, 
Pumping Water, Sawing Wood or any Other purpose let us figure 
with you before buying. We have the right goods at the right 


prices. 


Sullivan-Markley Hardware Co. 


228 N. Main St Phones 77-78 


drove barbers into bankruptcy. Therefore, the use of 
this argument in the advertisement of the Sullivan- 





Markley Hardware Company is certain to give it 
The rebuilding of Europe in its war 
fuel 


pulling power. 
devastated areas 
conservation in this country during the coming winter. 


necessitates a continuance of 
Ilence, as the opening paragraph of this advertisement 
Logically, 


h as that 


states, there will be a big demand for wood. 

the man who has a wood sawing outfit, suc 
depicted in the advertisement of the Sullivan-Markley 
Hardware Company which appeared in Greenville 
Daily South 
equipped to earn some extra money It 


News, Greenville, Carolina, will be 
probably 
would be better to quote prices, or at least give a range 
of prices from minimum to maximum. \lany adver- 
tisers whose commodities run into three figures, think 
that it is not advisable to quote prices on the ground 
that anything over a hundred dollars sounds costly and 
may have the effect of keeping back customers rather 
than drawing them to the store. This is a matter open 
to controversy and each merchant must be guided by 
local and past 


his knowledge of his conditions 


experience. 


A well-balanced advertisement is that of the Weeks 
Hardware Company which is herewith reproduced 
from the Scranton Times of Scranton, Pennsylvania. 
Its symmetry pleases the eye. It is a basic thing in 
psychology that the thing which pleases wins our favor. 


It is highly probable that an unusual number of pros- 





fi, 
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“If It’s Hardware—We Have It.” 


Give Cutlery As 
Christmas Gifts 


A set of Carvers would certainly please 
the man of the house—as for the boy either 
a Pocket Knife or a Razor will make him 
happy, and every woman appreciates a 
Manicure Set. There is no end to the as- 
sortment our Cutlery Department has to 
offer. 





Manicure Sets 
Safety Razors 
Embroidery Scissors 
Manicure Scissors 
Razor Strops 


Pocket Knives 
Ingersoll Watches 
Shaving Brushes 
Wrist Watches 
Poultry Shears 











Weeks Hardware Co. 


119 Washington Avenue 
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pective customers gave more or less open expression 
of gratitude to the Weeks Hardware Company for the: 
sound common sense of the helpful suggestions con- 
tained in this advertisement. This is the sort of an 
advertisement which the average person laboring un- 
der the burden of choosing holiday gifts would cut out 
of the paper and take with him in his quest for Christ- 
mas presents. 
* * * 


How vain is learning unless intelligence goes with it!’ 
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COMMON SALT IS MOST EFFECTIVE AND 
CHEAPEST SOOT-DESTROYER. 


\ thoroughly successful means for destroying ac 


cumulations of soot in warm air heaters has been 
worked out by Joseph Harrington, an administrative 
engineer. He gives the benefit of his researches and 
discovery to the public in a letter addressed to the 
lederal uel Administration for Lllinois. Dealers 
and installers of warm air heaters will find it greatly 
to their advantage to bring this matter to the attention 
of their customers. An excellent bit of advertising 
would be to make a summary of the directions and 
have it printed in the form of a circular with the name 
and address of the dealer or installer. The full text 
of Mr. Harrington's letter is as follows: 

“The peculiar situation in the State of Illinois, aris- 
ing from the accumulation of soot in household warm 
air heaters, induces me to include in this letter, refer- 
ence to this type of heater. The cleaning of the heat- 
ing surface in this type of heater may be accomplished 
in exactly the same manner as in the case of a large 
power plant boiler, so that one communication will 
serve both purposes. 

“One of the most difficult problems which conserva- 
tion engineers in the State of Illinois encounter in the 
burning of local coal in both steam boilers and warm 
air heaters is the removal of the excessive deposit of 
soot and tarry substances on the cold heating surfaces. 
This tar or soot has an insulating value far in excess 
of any commercial insulator. One thirty-second of 
an inch of soot on a boiler reduces the transmission of 
heat approximately 10 per cent and 20 per cent for 
In view of the well known fact that 
heating surfaces quickly become covered with soot as 


1/16 of an inch. 


thick as the foregoing, the great importance of some 
method of removing it becomes apparent. 

“It gives the writer considerable pleasure to be able 
to advise both power plant and domestic operators of 
heaters that a method has been discovered whereby it 
is entirely feasible to remove soot without the neces- 
sity of letting down the boiler, or additional expendi- 
ture of labor. It is my pleasure to acknowledge the 
debt I owe to Mr. C. J. Causland, Electrical Engineer 
of the Pennsylvania Railroad Company, Chicago Dis- 
trict, and Mr. Jerome Kohout, Chief Chemist of the 
Commercial Testing and Engineering Company, Chi- 
cago, for their suggestions and assistance in develop- 
ing the facts relating to this process. 

“This process is in brief, the application of common 
salt to the fire under conditions which will produce 
dissociation of the sodium chlorine found in the salt 
and the subsequent combination of these elements with 
the carbon of the soot to form a substance which then 
passes off as gas or drops off of the heating surface. 
The practice is briefly as follows: 





“The fire is put into good condition with a substan- 
tial body of hot fuel. 
is then thrown or sprinkled onto the incandescent fuel 


Common salt, previously dried, 


bed in a quantity depending entirely on the size of the 
heater. In the case of a household warm air heater 
a pound at a time is ample, in the case of a large power 
plant boiler, four or five scoops full may be required. 
The dampers are kept open so as to maintain the fur 
nace temperature and the salt is allowed to remain 
until the fumes have entirely disappeared. 

“Immediately upon charging the salt, the warm air 
heater becomes filled with dense white fumes which 
may require as much as half an hour entirely to dis- 
appear. If results are not secured on the first appli- 
cation, it should be repeated as many times as neces- 
sary. Once the heating surface is thoroughly cleaned, 
a small application every few days is usually sufficient 
to keep it so. 

“Common salt is composed of only two elements— 
Both 


stances; the first, a metal, and the second a corrosive 


sodium and chlorine. are very reactive sub- 


gas. When salt is thrown upon incandescent coal, it 
is vaporized and probably decomposed, at least in 
part, into its original elements. The chlorine, being 
acidic in character, would attack the iron in the iron 
oxide incrustation and form a chloride of iron. Fer- 
ric chloride is volatile in high temperatures and would, 
therefore, disappear in the form of gas; or at least a 
sufficient amount would be volatilized to render the 
deposit porous and weak and so loosen it that it would 
fall from the tubes of its own weight. 

“The sodium of the salt would immediately oxidize 
to sodium oxide, or sodium peroxide. This material 
being basic would not attack iron, but would be carried 
out of the warm air heater and deposited with the soot 
on the heating surfaces. The sodium oxide would thus 
introduce oxygen into the carbonaceous matter in the 
soot, and at an elevated temperature would cause an 
oxidization of this material. Carbon dioxide and car- 
bon monoxide are gases which would pass out of the 
stack with the furnace gases. 

“The foregoing is more or less hypothetical, but. 
inasmuch as there is no literature or direct experi- 
mental evidence of the action of salt in this manner, | 
am under the necessity of assuming that the above 
reasoning is at least sufficiently probable to explain the 
definitely known results that occur. 

“The application of this method of cleaning heat 
ing surfaces, presents possibilities which are of tre- 
mendous significance to power plant owners. 

“The boiler can be cleaned when in service without 
the use of special equipment, extra labor or interrup- 
tion to the use of the boiler. 
cleaned to the utmost corners and two years’ experi- 


The heating surfaces are 


ence shows absolutely no deterioration of either brick 


work or boiler tubes. It is an economy which repre- 
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sents enormous savings and all the evidence at hand 
shows it to be thoroughly practical. 

“In domestic service it frequently represents not 
merely an economy, but makes possible the use of ap- 
paratus which otherwise could not be used. Domestic 
warm air heaters get so clogged up with soot that they 
are absolutely useless and on account of the peculiar 
construction of some of them, their heating surfaces 
cannot be reached for proper mechanical cleaning. The 
salt method, therefore, means everything. The actual 
cost of the salt used is so slight as to be scarcely a 
factor in the matter. 

“Try this in your power plant and in your home. 
Develop the proposition from every angle and see if 
you cannot benefit from these suggestions. So far as 
[ am aware, no general knowledge of this method 
exists, and it is my hope that you will be able very 
greatly to benefit from this publication of it.” 

“aie 


IS EQUIPPED WITH GRATES THAT ARE 
SIMPLY AND STRONGLY MADE. 


When a warm air heater has been carelessly handled, 
the grate bars are usually the first to suffer. They are 
subject to great strain and abuse and therefore it is 
essential that they be built simply and strongly. In 
the Home Comfort Warm Air Heater, made by the 
Wrought Iron Range Company of St. Louis, Mis- 
souri, and shown in te accompanying illustration, the 
grate bars embody these features. They are triangular 
and are shaken independently. Fingers project from 
the sides, and in passing those on adjacent bars, dis- 

Lr ' lodge or crush the 
clinkers. They 
permit free circu- 
lation of air and 
keep the bed of 
coals loose. There 
are no cog wheels 
or other mechan- 
isms in this grate. 
To mount or dis- 
mount the grate 
bars, no tools are 
necessary and 
there are no bolts 
or rivets. To at- 
tach the bar, the 
inner end is in- 
serted into the 
socket of the rear 
grate rest and a hanger is slipped onto the front end. 
The bar is then raised into place, and the hanger is 
pressed back into a slot provided in the heater grate 
rest where it is held firmly until purposely removed. 
All the openings through the dome of the Home Com- 
fort heater where the outlets are connected are pro- 
tected by heavy grey iron flanges on both sides of 
the steel. The bolts pass through the three thick- 
nesses of metal and are caught inside not by the dome 
but by the heavy inner flange which shields the dome 
and reinforces it at this point. The bolts themselves 
are protected by being countersunk into the flange. 
For further particulars, inquiries should be addressed 





Home Comfort Warm Air Heater, 
Made by the Wrought Iron Range 


Company, St. Louis, Missouri. 
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to the Wrought Iron Range Company, St. Louis, 
Missouri. 
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IS A CONSTANT HELP TO HIM. 

To AMERICAN ARTISAN AND HARDWARE RECORD: 

Your magazine is surely a great and constant help 
to me in my line of business which includes heating 
and ventilating and sheet metal work. Of. special 
interest to me are the splendid patterns and explana- 
tions in the department of practical helps for the tin- 
smith. The instructions about warm air heaters have 
been very useful to me in my work. 

Yours truly, 
Orro KOEHLER. 

Deer Lodge, Montana, December 29, 1918. 


——*e+ 


INVITES INVESTIGATION OF ITS CLAIMS. 





It is well known to the trade that the Stearns Register 
Company of Detroit, Michigan, has an_ established 
reputation for the high quality of its goods and the 
honesty of its dealings. They state: “Our product 
will do certain things. It possesses many desirable 
advantages. We shall be glad to have you investigate 
the truth of our claims.” They invite the dealers and 
installers to investigate the following merits of their 





Stearns’ Steel Base Register, Manufactured by Stearns Register 
Company, Detroit, Michigan. 


steel base register, one of which is shown in the ac- 
companving illustration : 

Attractive design, 

Highest finish, 

Best obtainable material, 

Durably constructed, 

Perfect operation, 

Full capacity both in the face and box. 

All registers are guaranteed against breakage. The 
Company also carries a complete line of pipe and fit- 
ting and by writing to the Stearns Register Company, 
111 Fort Street East, Detroit, Michigan, dealers can 
secure a copy of the Company’s latest catalog. 

: oo 

I believe in today. It is all that I possess. The 
past is of value only as it can make the life of today 
fuller and freer. There is no assurance of tomorrow. 
I must make good today.—Reverend Charles Stelzle. 
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PRACTICAL HELPS FOR THE 
TINSMITH 
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PATTERNS FOR INCLINED HOPPER. 
By O. W. Korue. 

In all the modern mill hoppers of many descriptions 
are used, the one shown in this drawing is designed 
to take care of an angle in itself. If the hopper were 
made straight then another elbow angle would have 
to be attached which would produce friction. In this 
way the latter angle is omitted. The first thing is 
to draw the side elevation letting 1-B equal the length 
of hopper, while the line D-O is the angle that must 


To set out the pattern draw a line equal to 1-B 
of elevation and place as D-C in pattern. Do not take 
the plain line D-C as that is foreshortened and will 
not make your hopper the right size. Next pick true 
lengths O-1 and using B, in pattern as center, strike 
arcs at point 1. Next pick true length O-1’ and using 
C, as center, cross arcs in point 1. Observe the result 
by picking the two different lines and how it places the 
center off to one side in pattern. To describe the 
circumference for the round end, pick one of the 
spaces as I-2 in plan and using point 1, in pattern 
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HALF PATTERN 











Patterns for Inclined Hopper. 


incline. a-4 is the diameter of round base and is 
drawn at right angles to the center line. Now this 
hopper can be laid out by using the elevation method 
also the projected plan method and also the fore- 
shortened half plan we use in this case. To do this 
project the points 1 and B parallel with the center 
line B-O establishing A-B at the round base. Describe 
the half section for round base and then draw A-D-C-B 
making A-B equal to half the width of hopper. Ob- 
serve the side B-C is foreshortened. Divide one- 
quarter of the half circle into equal parts and draw 
lines to the corner D and C. From the points 1 and 
3 of square end of hopper, square out lines, as 1-B 
and B-1’. So with dividers pick the base lines 
3-1-2-3-4 from plan and set these on the base lines 
as B-1-2-3-4; also B-1’-2’-3’-4’. 
is set as D-A’; and the throat as a-B, and is trans- 
ferred as B-a’. By drawing lines to the center O, the 
true lengths will be established. 


The seam lines 4-A 


as center, strike arcs as at 2 and 2’. Then use true 
length O-2 and B, as center, cross arcs in point 2. 
Repeat and pick O-2’ and using C, as center, cross 
Repeat this until points 4 and 4’ are es- 
Then pick the width D-A and strike arcs 


Cross these arcs with side elevation 


arcs in 2’, 
tablished. 
as at B and A. 
lines and the pattern is finished. 


*e- 


‘SHEET METAL PEOPLE OF ST. LOUIS 
ANNOUNCES ANNUAL BANQUET. 


An engraved invitation to their Ninth Annual Ban- 
quet and Installation of Officers is being sent out 
jointly by the Sheet Metal Contractors’ Association 
and the Sheet Metal Consumers’ Protective Associa- 
tion. The double function is to take place at the City 
Club, Board of Education Building, 907 Locust Street, 
St. Louis, Missouri, Saturday evening, January 11, 
1919, beginning at 6 o'clock. 





30 


\ letter the invitation reads as 


follows: 


accompanying 


Janquet you can talk shop with your 
competitor to your heart's content. That 
closer friendship and better understanding among men 


“During the 
leads to 


trving to earn a livelihood in the same lines of business. 
“After the banquet the following gentlemen will 
address you on the subject of the day: 
“Mr. W. E. 
“Mr. Paul V. Bunn, ‘Organization.’ 
“Mr. Jos. Kane, ‘Credits and Shop-practice.’ 
“Just a Little Fun, by Mr. Frank J. Herbers, 
Messrs. Jakle & Riley, also a number of musical and 


Billheimer, ‘Reconstruction. 


vocal selections. 
“We desire your presence, regardless of whether 
The 


fact that you are engaged in the sheet metal business 


er not vou are a member of either association. 


entitles you to the right to participate in our gather- 
ings, to become familiar with us and accord us the 
same privilege.” 

eo 


SHEET METAL CONTRACTOR MAKES AN 
IGNOBLE GRAVE FOR KAISER. 


The rubbish heaps of civilization have had an addi- 
tion—the most useless and vile sludge which ever 
fouled the pathways of humanity. Autocracy has 
heen swept out of power. Its utter worthlessness as 
typified by the ex-kaiser is graphically symbolized in 
the rubbish-bedecked grave shown in the accompany 
ing photograph. This clever conceit is the work of 
louis Giclas of “Tom Johnsing’” fame, Secretary of 
the Washington, D. C., Sheet Metal Contractors’ As- 
sociation. He describes it as follows: 

“About a month ago | dug up and harvested my 


In ap- 


peanut crop, throwing the dirt into a mound. 
An inquisi- 


pearance, the mound suggested a grave. 











The Ex-Kaiser Among the Rubbish. 


tive lad asked me who was buried there. [| lost no 
time in telling him that it was Mr. Hohenzollern. He 
did not understand the reference at first. Presently, 
however, he caught the idea. Forthwith he skipped 
across the street to the school and brought a band of 
Leys back with him. 

“With the encouragement of this lively audience, 
| went into the shop and out of the scrap pile gath- 
ered enough material to make an iron cross to fit the 
infamy of the inventor of that hated decoration. 
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Some hay-bale wire was used to simulate a vine 
climbing up the stem—as barren of fruit as the kaiser 
was of good deeds. 

“My apprentice boy brought on some ornaments in 
the shape of scraps, old paint brush, a gaudily labeled, 
empty whisky bottle of quart size, and another of half 
(This is a dry town, so do not think 
We are per- 


pint capacity. 
that my establishment is a law violator. 
mitted to use the liquor for industrial purposes. It 
makes a fine combination with raw acid for smooth 
soldering. ) 

“A passer-by said that I ought to put on some tin 
wreaths, as he saw some in my shop window. I said: 
‘Not life. wreaths from 
iriends Friedley-Voshardt.’ The British fag back of 
the obelisk in the window adds a touch of sentiment 
let us hope 


on your Those are our 


quite appropriate by way of contrast. 
that autocracy and tyranny will be buried so deep by 
the Allied Peace Conference that all the dynamite in 
the universe will never be able to shake it out of its 
depths. 


-_+e<- 


SPECIALIZES IN ARTISTIC ORNAMENTS. 


The Gerock Brothers Manufacturing Company, 1227 
Vandeventer Avenue, St. Louis, Missouri, is equipped 
to turn out orders fdr a varied line of ornamental sheet 
metal work. In the accompanying illustration is shown 
the British Coat of Arms made for the Dominion 
Q)bservatory, Victoria, british Columbia, this 
It is manufactured of sheet zinc, very bold 


by 
Company. 
relief, nine feet wide and five feet, six inches high. 





British Coat of Arms, Made for the Dominion Observatory, 
Victoria, British Columbia, by Gerock Brothers 
Manufacturing Company, St. Louis, Missouri. 

They state that they are at all times prepared to handle 
orders for artistic products of sheet metal and any live, 
up-to-date sheet metal contractor who wishes to keep 
abreast of the times will not fail to take advantage of 
the oppertunities to increase his business which are 
afforded by just such products as shown in the illus- 
tration herewith. The Gerock Brothers Manufactur- 
ing Company, 1227 Vandeventer Avenue, St. Louis, 
Missouri, will send a copy of its catalog and estimates 
and reproductions of work already done, if so 

requested. 
oo 


GOOD WILL IS KEY TO TRADE. 


Good will is an option on opportunity. It will pre- 
‘empt the markets of tomorrow. Maintaining good 
will is the surest means of tiding over the period of 
readjustment in going from war to peace. Good will 
is the only reliable insurance which a business can buy. 
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USES EXHAUSTIVE TESTS TO MAINTAIN 


PERFECTION OF ITS PRODUCT. 

The Inland Steel Company of Chicago, Illinois, pub- 
lishes a booklet entitled, “The Story of an Inland 
(;alvanized Sheet.” 
able information and explains thoroughly the entire 
processes through which an Inland Galvanized Sheet 
The Company claims that its sheets are work 


This booklet contains much valu- 


goes. 
able, containing the toughest and most ductile steel 


basic open hearth steel—of high grade. Their gal- 


vanizing is highly perfected as it is rust proof, peel 
to resist the attacks of 


proof and has great power 
moisture, fumes 
and all other_enemies of 
Inland 


acid, 
iron and steel. 
said to be 
free defects 
“hard true to 
weight, gage and size, 


Sheets are 
from and 


spots,” 


and uniform in texture. 

In the accompanying 
illustration is shown an 
expert in the plant of 
the Inland Steel Com- 
pany inspecting a gal- 
The 
motto of these inspec- 
tors is “When In Doubt, 
Reject.” The 
tions are very rigid. At 
the end of each conveyor 
that carries the sheet 
from the _ galvanizing 
pot stands the expert 
who lifts each sheet singly from its conveyor, care- 
fully scans both sides for the minutest defect, and 


vanized _ sheet. 


inspec- 


when in doubt, rejects the sheet and sends it back for 
regalvanizing. 

Another Inland characteristic is the chemical lab- 
oratory which is operated on the floor of the Open 
Hearth department. It is here that the melting steel! 
in regularly tested chemically for impurities. Most 
mills test only by “fracture,” that is, by cooling and 
breaking a test-sample drawn from the molten steel, 
and looking at the color and granulation of this frac- 
However, such a test is liable to error and the 
The guesswork is re- 
placed by scientific certainty. In the mill of the In 
land Steel Company, both tests are made, the chemical 
and the physical, thus the sheets are doubly sure of 
The Company states that “the key 


ture. 
chemical test is more modern. 


being perfect. 
to the perfection of the Inland product is exact in- 
formation, and the key to exact information is sys- 
tem. You would think that one blast furnace heat 
would be just like another—all the ore coming from 
the same mine, the coke from the same ovens, the 
limestone from the same quarries. And they are near 
enough alike to make an average product of consider- 
But average product is not what we 
sheet to be 


able excellence. 
are after—we want individual 
perfect in itself, as near perfection as we can make it.” 
For this booklet, and further details, dealers should 
address the Inland Steel Company, First National 


Bank Building, Chicago, Illinois. 


every 
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GIVES ADVICE TO SHEET METAL MEN. 


The official journal of the National Association of 
Sheet Metal Contractors of the United States gives 
some very sound advice which every sheet metal con- 
tractor ought to embody in his New Year's resolu- 
tions, as follows: 

Don't fail to keep your name before the public. 

Don't fail to keep a bright sign before your shop. 

Don't fail to do as you advertise to do. 

Don't fail to introduce everything new in your line. 

Don't fail to give each piece of work your personal 
attention, 





Expert Inspecting Both Sides of Galvanized Sheet in Plant of Inland Steel Company. 


Don't fail to make collections promptly. 

Don't fail to maintain your credit standing. 

Don't fail to 
promptly. 

IJon't fail to read your trade papers. 


your business engagements 


keep 


Won't fail to attend your local association meeting 
Won't get behind with your association dues. 

Dont fail to pay your trade paper subscription 
promptly. 

If you make the above a part of your business pro- 
gram, you will tackle every problem with a vim, your 
mind will be free and you can look for a fair measure 
of success. 

~o- 


ADVERTISING MUST BE CONTINUOUS. 


begin, 


There is one thing that a quitter should never 


and that is: advertising. Years ago Kendall's Soapine, 
Pyle’s Pearline and Dobbins’ Electric were about the 
best known soaps on the market. Today they are prac- 
tically forgotten. 

Shoes. We 


They were well advertised 


As lads we wore Mundell’s Solar Tip 
couldn't scuff them out. 
but how many shoe dealers know of them today ? 


How many remember Hecker’s fat boy and the 
famous self-raising pancakes ¢ 
Athlophoros, Brown's Iron Bitters, St. Jacob's Oil 
only old timers ever think of asking for them. And 


the old timers are dving off at their predestined ratio 
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MANUFACTURERS PUBLISH TABLE OF 
EXTRA CHARGES ON HEAVY 
GALVANIZED SHEETS. 


Sheet makers have just finished the compilation of 
a table of extras on galvanized steel sheets for weights 
heavier than standard commercial coatings. These 
extras. which are now in effect are calculated on a 
weight test and 5-cent spelter and are as follows per 
100 pounds : 
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roofing and all of its details are thoroughly under- 
stood so as to overcome the expansion and contrac- 
tion of the metal, I believe that zinc would serve very 
weil. 

I would suggest that zinc manufacturers make ar- 
rangements to give this metal a thorough trial. They 
could get some architects interested to specify this 
metal or let the zinc people put up a number of. build- 
ings in different parts of the country on which eaves, 
gutters, down spouts, valleys, ridge roll, as well as step 








1.50 Over 1.75 Over 2.00 ee 2.25 Over2.50 and cap flashings, be made of No. 12 
t to tc Oo to : 
Comniaecial \7zor. 20002. 22502. 25002. 27502, Zinc, and then note the effect of the 
Gage. coatings. — per sq. ft. persq. ft. persq.ft. persa. ft. persq.ft. weather. The manufacturers of zinc 
30 Add 1) AO 60 Rail 1.00 1.20 ' a ae £ th 
29 Add 95 ‘40 ‘60 "80 1.00 1.20 should show the details of the con- 
28 (C/L quan- struction and method of application 
tities) Base AO 60 80 1.00 1.20 f eae ste all f 
27 Deduct 15 40 60 80 1.00 1.20 or various styles of roots, gutters, 
25-26 Deduct 30 40 60 80 1.00 120 —_yallleys, etc. 
22-24 Deduct AB 25 35 A5 as) 65 cediite ; 
17-21 Deduct 60 25 35 AD 55 65 Chis should be given to the papers 
15-16 Deduct 75 15 20 25 30 35 : : a . : . : ’ 
12-14. Deduct ‘ ire 20 25 “30 “35 in the different fields which are likely 
10-11 Deduct 1.00 None 20 25 30 35 to be interested in the matter of zinc 


When«spelter is 6c per pound 
extras for coating stipulated. 

When spelter is 7c per pound 
extras for coating stipulated. 

When spelter is 8c per pound 
extras for coating stipulated. 

When spelter is 9c per pound 
extras for coating stipulated. 

When spelter is 10c per pound add 100 per cent to 
extras for coating stipulated. 

Determination of coating by weight test usually is 
conducted by weighing a quantity of dry sheets im- 
mediately before and promptly after galvanizing, so 
that the amount of spelter distributed over the total 
area of the sheets used for the tests can be estimated 
in terms of per square foot. 

Determination of coating by spot test usually is con- 
ducted by the lead acetate method. It is understood 
by the galvanizer that the lightest spot on any sheet 
must not fall below the stipulated minimum called for 
by the specification. Twenty-five per cent is to be 
zdded to the gress extra for the stipulated coating. 


add 40 per cent to 
add 60 per cent to 


add 80 per cent to 


. iocloctalaia ; 
SUGGESTS GREATER USE OF ZINC. 

A greater use of zinc by roofers is suggested by a 
correspondent of The Metal Worker, who writes as 
follows: 

Many years ago when | served my time in [oer- 
ster’s shop, New York City, I remember we used zinc 
for both valleys and step flashings on slate-roofing 
work, because the moisture in the slate would not 
corrode the zinc as it would tin and because zinc was 
cheaper than copper. Since that time, I do not recol- 
lect any job on which zinc was used for the reasons 
that architects never specified it. 

In my opinion, zinc has never been given a fair 
trial, for the labor in applying zinc was not required 
for the application of copper. Zinc expands and con- 
tracts much more than copper, so a different mode of 
construction should be used. Applying tin for roof- 
ing purposes, of course, is cheaper, and it makes the 
cheapest roof of all metals, and a very good one. 

Assuming that the methods of construction in zinc 


roofing, etc., and to be incorporated in literature that 
could be sent to architects and builders as well as 
sheet-metal roofers. 

The makers should advertise in the building and 
metal trade journals as zinc is used extensively on 
the other side of the ocean. There is no reason why 
it should not have a fair trial here if the detail of its 
application and the constructive features were under- 
stood so as to overcome the effect of its expansion 
and contraction. 

My knowledge of zinc roofing from personal experi- 
ence in its use is not from actual practice. I never- 
theless understand all that is required and feel sure 
that I could use it so that the lock joints, seams, and 
everything required in roofing work would be ar- 
ranged so as to avoid the trouble that otherwise would 
be due to expansion and construction of the metal. 
Instructive information for this class of work would 
be incentive for roofers to begin the use of this 


material. 
“ee 


NOTES AND QUERIES. 


Radiator Shields. 
From Sam S. Pearson’s Sons, Ottawa, Illinois. 


Kindly advise who makes shields for radiators. 

Ans.—The Haines Company, 1933 West Lake 
Street, Chicago; Fred J. Meyers Manufacturing Com- 
pany, Hamilton, Ohio; and Tuttle and Bailey Manu- 
facturing Company, 52 Vanderbilt Avenue, New 
York City. 

Elbow Cutting Machine. 

From J. A. Cochran, 105 Eighth Avenue, Sterling, Illinois. 


Please tell me who in Cedar Rapids, Iowa, makes an 
elbow cutting machine and a damper clip, as adver- 
tised some time ago in AMERICAN ARTISAN AND 
ITARDWARE RECORD. 

Ans.—These are made by C. DeWitt Wagner who 
is located in Cedar Rapids, Iowa. 


.@-s- 
oo 


“No truer words were ever spoken than that ‘Confi- 
dence is a plant of slow growth.’ Confidence is the 
objective point of every successful advertising cam- 
paign. The small advertiser at the first must wait 
patiently for his rewards.”—John Lee Mahin. 
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NEW PATENTS. 
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1,284,515. Milk Pail Attachment. Roy C. Whipple, 1,284,801. Animal Trap. Joseph Slepicka, Tobias, Nebr. 
Bloomville, N. Y. Filed Sept. 22, 1917. Filed April 22, 1918. 


ae, 





1,284,518. Sash-Latch Lock and Antirattler. Bevill W 


rs 1,284,802. Wrench. Frank Smith, Clinton, Mo. Filed 
Whitworth, Cedar Falls, Iowa. Filed June 19, 1918. 


July &, 1918, 


1,284,540. Lock. Paul Yukanis, Chicago, Ill. Filed June 
1. 1917 1,284,921. MonkeyWrench. John P. Nikonow, Balti- 
more, Md. Filed November 1, 1917. 
1,284,550. Self-Emptying Bucket. John M. Apgar, Cali- 
fon, N. J. Filed May 13, 1918. 1,284,942. Ash Sieve. Michael ( Steindorf, Dallas, 
Texas. Filed February 25, 1918. 
1,284,556. Clothes-Pin or Garment-Hanger. James PB 


= leur Vanek WV file , 18 1917 = . ome ‘ 
Bailey, New York, N. Y. Filed July 15, 1917. 1,284,945. Crimping-Tongs. Frank W. Bellman, Los 


- nt, : \ngeles, Cal. Filed November 7, 1917 
1,284,921. Monkey-Wrench. John P. Nikonow, Balti- 


Filed August 30, 1916. 
1,284,997. Roofing. Oscar A. Bigler, Wyoming, Ohio, 


1,284,993. Crimping-Tongs. Frank W 3ellman, Los assignor to The Philip Carey Manufacturing Company, Cin 
woro, Pa. Filed January 12, 1917. ‘innati, Ohio. Filed July 6, 1918. Serial No. 243,608 
1,284,658. Food Cutter. Agda H. Gullborg, Chicago, II. 


1,285,158. Flat-Iron Rest. James J. Haynes, Chestnut 


= a ‘is 
Filed December 17, 191%. \lound, Tenn., assignor of one-half to E. H. Knight, Chest- 


nut Mound, Tenn. Filed March 28, 1918. 


1,284,690. Propped Ladder. Oscar Jackson, Danville, 
Ill. Filed February 12, 1917. 
1,285,174. Wire-Stretcher. John F. Hill, Mayetta, Kans. 
1,284,715. Damper Regulator. William A. Lacke, Chi-  jrjJeq February &, 1918. 
‘ago, Ill. Filed February 23, 1917. 


1,284,734. Nail. Otto W. Mailanen, Berkeley, Cal. Filed 1,285,175. Calipers. Walter F. Hinkle, Chicago, IIL. 
“—_ ‘1916 Filed October 22, 1917. 
\ ay ”, Py, x 


1,284,752. Garden Implement. David Neuman, Albany, 1,285,188. Safety Device for Razors. Cecil Arthur Hub- 
Ga. Filed July 27, 1918. Serial No. 247,035. hard, Ann Arbor, Mich. Filed March 26, 1918. 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








BIG SHORTAGE OF STEEL SUPPLIES IS 
PREDICTED AS A RESULT OF 
ENORMOUS DEMAND. 


That a big shortage in production is to be experi 
enced during this year is the opinion of many men in 
the steel trade. 
of the situation based upon the following data: 


This opinion is the result of a study 


Germany was the second largest producer of steel 
in the world, and her part in supplying steel for the 
next few years will be almost, if not wholly, nominal. 
The ore mines formerly under German control, as well 
as the great steel-producing districts of Lorraine, have 
fallen into the hands of the French, and it is to be 
supposed that the production from these sources will 
go on without diminution. This conclusion leaves out 
of consideration the fact that the skilled labor which 
produced steel in these districts before the war was 
almost wholly German, and that for that reason the 
labor supply will be the determining factor in produc- 
tion for some time. Besides this factor there is the 
further consideration that properties in some districts 
were demolished, mines flooded and other damage 
done that will affect production. The important steel- 
producing centers were not greatly affected by vandal- 
ism for the reason that they were in active operation 
by the Germans up until the time the armistice was 
signed. 

The French skilled workers were decimated during 
the war, and France will be unable to supply her labor 
needs from the ranks of her own workmen. Some 
new capacity has been developed in [france and in 
other parts of the world, but all signs point to one 
conclusion, and that is that the world will have to 
depend upon the United States to supply the surplus 
steel. Great Britain produces very little steel com- 
pared with this country, and, except in the form of 
highly finished products, will not be.a competitor. 
There is some hope in Europe that the iron of this 
country will be available for finishing manufacture 
there, but it is doubted if the steel interests which con- 
trol the iron production will sell on any basis that is 
calculated to finishing capacity in 
Europe. 

This country already has finishing capacity equal 
to the basic facilities of production, and will be able 
to consume practically all the iron the country will 
produce. There is some talk of increasing the produc- 
tion of iron, but there is little probability that the idea 
will gain much headway. 

Then the demand for iron and steel will appear 
heavily, and it is the firm opinion in’the steel trade 
that the interests which are blocking development 
today in the hope that prices will fall will be made 
to pay heavily for their shortsightedness. The steel 
trade knows that this country is its best customer, 


develop great 


and is always anxious to encourage development that 
will consume the steel produced at home, but as a rule 
its efforts are misconstrued, and in the end they have 
the effect Opposite from that intended. 
j submis- 
the 


The reduction of prices agreed upon for 
| £ 

War Industries 

hope that the psychological effect would be a renewal 


sion to the soard was made in 
of confidence, and in consequence the inauguration of 
the work of reconstruction. The trade failed to realize 
its hopes. There have been similar experiences in 
the past, and it is doubted if the American investor 
in buildings, railroads or other properties will ever 
learn to do his buying on any but a rising market. 
STEEL. 

New steel prices became effective Thursday of this 
week, in accordance with a general revision of prices 
to meet the schedule reported to the War Industries 
Board by the Committee of the American Iron and 
Steel Institute. Some of the leading independents 
have already quoted the new prices, and it was an- 
nounced some time ago that the United States Steel 
subsidiaries would quote the prices after the first of 
the year. The new scale represents a reduction of ap- 
proximately $4 per ton from the prices which pre- 
vailed under Government control. The new figures 
are $3.15 for steel bars; $3.25 for tank plates; $3.00 
for beams; $3.50 for iron beams; and $3.25 for an- 
nealed wire 6 to 9 gages, all f.o.b., Pittsburgh. 


COPPER. 

The most notable development in the copper market 
is the decision of several companies to put in force 
the wage scale which obtained before the War Indus- 
tries Board fixed the price of copper in September, 
1917. It is expected that this situation will bring 
the labor situation to a head. 

A sliding scale based on metal at 23 cents a pound 
in the Butte, Montana, district means a wage of 35 
a day after January 1, compared with about $5.75 last 
year. If, as authorities, the 
average selling price in January will be 20 cents, it will 


predicted by some 
mean a wage scale of $4.50 for the average miner. At 
present, although the fixed price is 26 cents miners 
are being paid on the basis of 30 cents a pound. 

For some time copper miners in conferences with 
company representatives have held out for a minimum 
based on 25 cents a pound, or $5.25 a day. 

The situation in the copper market under the re- 
moval of restrictions is still unsettled and no change 
is expected until the new year is well under way and 
a better outlook can be obtained on the peace demand. 

While the producers’ association has fixed the price 
for export copper at 23c, it is generally expected that 
this price will also be asked of domestic consumers, 
but as no binding agreement can be made under the 
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present law as to the domestic price, the trade is ex- 
pecting some irregularity in the price tendency. As 
peace demand may be slow to develop, the accumula- 
tion of the metal might depress prices under free com- 
petition. 

The indications are that the Government will not 
allow its stock of copper to come on the open market. 
It is now believed that arrangements for the disposal 
of holdings left over for war purposes will be made 
in a way that will not disturb the trade. This action 
is regarded as most important. 

Extensive copper requirements are confidently antici 
pated during the next two years, but when this pros- 
pective demand will begin to make itself distinctly felt 
is the specially important question of wide interest. 
Under existing conditions it is most unlikely that regu- 
lar consumption will be greatly stimulated before there 
is good reason to believe that the level of market values 
rests on a perfectly solid basis. 

TIN. 

Cancellation of the inter-Allied tin agreement is an- 
nounced by the War Industries Board. This throws 
the tin situation back into the control of the British 
Rubber and Tin Exports Committee. 

‘Negotiations have been pending for some days be- 
tween representatives of these interests, the importers 
favored by them and Lb. M. Baruch, chairman of the 
War Industries Board, looking to protection of the 
American tin industry from price manipulation. They 
were not completed before Mr. Baruch and Vance Mc- 
Cormick, chairman of the War Trade Board, left for 
Kurope to join the President. 

It may be necessary before final adjustment to in- 
voke the embargo power of the War Trade Board to 
aid the War Industries Board in its efforts. Prior to 
the negotiation of the inter-Allied tin agreement the 
Rubber and Tin Exports Committee controlled the ex- 
portation of tin from Great Britain and export permits 
there were restricted to a limited number of merchants, 
who enjoyed thereby a monopoly of the trade and 
were enabled to charge a premium of from 5 to 20 
cents a pound. 

At present the English market is about 10 cents 
under the American price, and these interests are seek- 
ing to “scalp” the market by buying there and selling 
here. They also contend that should the prices there 
rise above the American price they should be permitted 
to buy at the American price and sell in Great Britain. 

The War Industries Board is trying to block this 
speculative market, which is at the expense of the 
association of American steel men, who voluntarily 
financed the needs of the United States for tin under 
the inter-Allied agreement. 

LEAD. 

The lead market continues easy. The chief pro- 
ducer is still holding for 5.70 cents East St. Louis. 
Independent producers declare that concessions, in- 
stead of securing more business, merely have a ten- 
dency to drive the market still lower. 





SOLDER. 


A decline of 2 cents has taken place in the prices of 
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solder for all three classifications, as follows: \War- 
ranted 50-50, per pound, 44 cents; Commercial, 45-55, 
per pound, 40.8 cents; Plumbers’, per pound, 37.7 
cents. 

SPELTER. 


The absence of any buying power is quite pro- 


nounced in the spelter market. Consumers report hav- 
ing been able to buy prompt shipment prime \WVestern 
at under what was generally supposed lately to be the 
market, but which, because of stagnation in business, 
were only nominal quotations. Dealers are showing 
some interest in futures but the bids they make, while 
for round lots, are below sellers’ views. The large 
producers do not seem to have any early shipment 
prime Western for sale, and not inclined to enter into 


future contracts at present price levels which are 


7-55 
cents for February and 7.50 for March deliveries. 
SHEETS. 
l'ixed maximum prices base Pittsburgh, are: Num- 


her 28 gage black sheets, 5.00 cents; Number 28 gage 


galvanized, 6.25 cents; and Number 10 blue annealed, 
4.25 cents. 


TIN PLATE. 

Tin plate sold in Pittsburgh at $7.75, per base box 
of 100 pounds. Not much variation of this price is 
expected in the immediate future. It is too soon in the 
new year to venture any conjectures with regard to 
the probable trend of tin plate prices. In the absence 
of heavy buying, the maximum price fixed by the Gov- 
ernment remains in effect—not in virtue of any legal 
enforcement but because none other has taken its place. 
The best informed opinion in the trade, however, 
points to a free tin plate market toward the close of 
the present quarter. There seems to be no doubt that 
the tin plate industry will share in the general pros- 
perity. 


OLD METALS. 
Wholesale quotations in the Chicago district, which 
Old steel 


axles, $35.00 to 


may be considered nominal, are as follows: 
old 
$36.00; steel springs, $25.00 to $26.00; No. 1 wrought 
No. 


Prices for non-ferrous metals are 


axles, $35.00 to $36.00; iron 


iron, $25.00 to $26.00; 1 cast iron, 25.00 to 


$26.00 all net tons. 


as follows, per pound: Light copper, 13 cents; light 
brass, 8 cents; lead 41% cents; zinc, 414 cents; cast 
aluminum, 17% cents. 

PIG IRON. 


Unsettled conditions in pig iron continue and are 
resulting in a lack of inquiry and buying. The action 
of the War Industries Board in discontinuing its policy 
of fixed prices, coupled with the simultaneous an- 
nouncement of a recommendation for a reduction of 
$3 per ton, has given rise to problems which are diffi- 
It seems fairly well settled that con- 
tracts made hereafter for delivery during first half 


cult of solution. 


of 1919 will be at reduced figure, but it is far from 
a settled matter that contracts already made for that 
delivery will be reduced to the same figure. 


- 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 









































Copper sheet, base.............. 











METALS. LEAD. AUGERS BEATERS. 
American Pig.. ire ele as ee $6 50 C Per d 
"9 ea atawducdwdntasacuacda 7 00| Boring Machine.........2cc2s0- 60% | arpet. ef Gos 
ae DN gas enews tatewasaeed 25%| No.7 Tinned Spring Wire... $1 10 
| Sheet. ree ie 50%| No. 8 Spring Wire co: 1 50 
| Full coils........ per 100 Ibs. pil 00 No. 9 Preston... ..+-+++++0+s 175 
PIG IRON. ef: See per 100 lbs. 11 25 
| : Hollow. | Egg. Per doz. 
Basic 53 tenes sees oe 40 TIN. a per doz. 30 00 | No. 50 Imp. Dover oncennen 110 
pees ES. HO -- - ae eles tip 764, Stearns, No. 3... : 60 00) No. 102 * tinned... 1 35 
Southern y..No.2...  _—-_ «4D DS JEM UM... eee eereccccerevee- sss 46 | No “ O' a 
Lake Sup. Charcoal.... 38 70-39 00|Bar tin.....................Nominal | No. 10 Heavy hotel tinned... 210 
PEE siashcda gana 34 50) Post Hole. - - = = “ : = 
HARDWARE. Iwan's Post Hole and Well..... ail No. 18 « o 4 50 
FIRST QUALITY BRIGHT Vaughan’s, 4 to 9-in.. .per doz.$13 00/| 
TIN PLATES. — 
|Ha 
Per dox ADZES. Shilo. 8 9 0 12 
IC Speer $16 80 Ford's, with or without screw, Net et Per doz.$11 50 13 00 14 75 18 00 
IX eee 18 70|Carpenters’. 
IXX RS ta ania cenlaa ion 20 | Moulders’. 
OS (eedeeedonenete: 52 15| Plumbs............- sontseunesaee AWLS. go ae Per dos. 20 00 
IRAEX 14x20 rabid aanddtar nine 2 4 Coopers’. Brad. 
bs I ’ 4 7 
SRERER ESSE ND ccc idccucndaeeene nee | i Handled. ......per doz. $0 0 65| 
| SSE ~  Sgessecseaseses To MEE WOR vs cccscnsavsnssecesans Net No. 1050 Handled... 1 40! oy BELLS. 
IXXX 05 bbe nacmatdacs 44 30\Rai Shouldered, assorted 1 to 4, . 
LL BS apeppeeaeenss 47 30 le BERTI CRs pergro. 400| 43-inch Nickeled Rotary Bell, 
1 M28. wees eee eeeees Pe I acéapuhekenenemaadnieel Net’ Patent asst’d, 1 to 4 = 85 Bronzed base...... per doz. $5 50 
. Cow. 
COKE PLATES. AMMUNITION. Harness. EEL EE 
Cokes, 180 Ibs...... 20x28 $18 50 Caps, Percussion—per 1,000. Common........... -_ 1 0S 
Cokes, 200 - eae 20x28 +> F. L., Waterproof, 1-10s.... 20&25% Patent........eeeee. es 1 00! Door. Per doz. 
Cokes, 214 Ibs.......IC 20x28 19 (aR rangi: 20&24% | 7 50 
mane... nae ae eee 2082} |» a fatematn...S 
| e if 
Shells, Loaded. ai "Shouldered rere ” 1 60 3 = Old Cone ac. fancy. 8 oo 
BLUE ANNEALED SHEETS. jonted with ieee es Powder. J —aeeaerey -¢- 75 es aes a Bell... : > 
oaded wi mokeless ae “In ickele teel Be : 
St ee ree per 100 Ibs. $5 17 medium grades......... 0&24% 
No. 12 ..per 100 lbs. 5 22} Loaded with Senabsiees Powder n Hand 
No. 14.. ‘per 100Ibs. 5 27|  highgrade............- 0&24% | Scratch. Hand Bells, polished 15% 
4 » , e STICG . ec cecseces G) 
NO. 16.222 0000 0200 per 160 ike. 5°37 Winchester. No. IS, socket hand’ld.per dos. 2 SO Co are 15% 
PittimimerGen. wes) “lene 35-40% | Nickel Plated 10%, 
mokeless Repeater Grade. 208 | Ist, leSS ......eeeeeses OG | MCCS FUMUEG. 2. eee ccccens 
ONE PASS COLD ROLLED BLACK. — aneee Grade... eae No. 7 Stanley = 2 25 —. Babin se veketcbwenessiey ise 
SS eee 20&24% | rere rer eeerenee 
No. 18-20...... ae 100 Ibs. 02 
No. 22-24. "Der 100 Ibs. ° 07|/U. M. C. AXES. Miscellaneous. 
SS eer per 100 lbs. 6 12] Nitro Club............ . » 20&24% | — Handled. Church and School, steel alloys. ..30% 
_ Sree per 100 lbs. 6 17 ee re ee - 20&24% Re re = 12 50) Parm, Ibs. .. 50 75 100 
eee per 100 lbs. 6 22} New Club.............--- 20& 24% amass $3 a 375 $30 7 2S 
GALVANIZED. Gun Wads—per 1000. — BEVELS, TEE. 
dene bn, Ce per 100 Ibs. $6 82} Winchester 7-8 gauge. .$2 25| Plumbs, West, Pat..........++- List/Stanley’s rosewood handle, new 
oe 5 ee per 100 lbs. 6 97 i 9- 10 gauge. a { - Can. Pat.. cocccceoce $69 00; list cep as6en Fae eeeedee ees eo eRe Nets 
“sper : : é 11-28 gauge. . 1 63) *  Firemen’s (handled), |Stanley'’s iron handle............Nets 
DS ne per 100Ibs. 7 12 4 21 00! 
ET per 100 Ibs. 7 27 Powder. Each ica acs: ee 
OS 5s: per 100lbs. 7 4 DuPont’ s Sporting, kegs. ee 2 BINDING CLOTH. 
oe AS per 100 Ibs. 7 : ce } kegs. 5 90 a . 
“a. per 100 Ibs. 8 - itll irae 4 kegs. 3 10 ® i Gs at raise acta aren cleanin miata 55% 
onts ters, I-Ib. . 56 | Single Bitted (without handles). i, RI TOE ee ere 40% 
7 x he: . ee er er ere 60% 
POLISHED SHEET TEEL. ** Smokeless, drums. . 43 50 Warren Silver Steel. . on application} 
aa ‘“ kegs..... 22 00) Warren Blue Finished. “ . 
NO. 24... eeseeeees per 100 Ibs. $7 82 " .  pKews.... 11 25) Matchless Red Pole......... $11 50\ 4 eer, errs. 
so ne ee ee per 100 lbs. 7 87 “ “ canisters.. 1 00} ee % 
Si eee per 100 Ibs. 7 92 ; ; jenuings ee ef 
No. 28 per 100 Ibs. 8 02 L. & R. Orange, Extra Sporting : ei 5 “SE eer ae plus S% 
Se eg oe VOTER RCS , " Le = ieee a 11 25} Double Bitted (without handles). —s Ship. . 35% 
oo ee OS. a ee Oa ie EP eer: y, 
4-keg age —_ : 5 90 Warren's Natl. Blue, 3} to 44 Russell Jennings a attire: cet 15% 
SMOOTH SHEET STEEL. L. & R Orange Extra Sporting ol . Prices on application| Steer's *" Small ist, * $57 00.48 
-kegs : . SO is oe ee a ee ee, Ge Os 
Per 100 lbs. |L.& R = aly Extra Sporting The — ammeonens of 3 to 4 Ibs,| ** Large “ $26 00..... G 
Wood’s Smooth No. 20 $7 27 { lb. canisters 56 are € base p Irwin Car Tree re Te eee 5% 
“ « “ugg he ampaat alia L. & R. Orange, Extra Sporting Ford’s _ Rene he te 
No. 22-24...... 7 32 4 Ib. canisters... 32 eee ; .-List plus 59 
a “ No. 25-26...... 7 37); L. & R. Orange, Extra Sporting . 
“ “ No. 27 7 42 4-lb. caniste ers —_ X 22 Sd ciearea eRe eeiewens wale 10% 
« ee ol giana ately Hercules“E.C.” and ‘ ‘Infallible”’ BAGS, PAPER NAIL. 
No. tian adine 7 52 50 can drums »s. 43 96 C ; 
Hercules “‘E. C.,” kegs... . 22 50| Pounds..... 10 16 20 25 |Countersink. 
cules “E. C.,"" }-kegs. . 25! 1,000....$5 00 650 7 50 900) No. 18 1 . 2! 
PATENT PLANISHED SHEET Hercules E ek 4 kegs .- 11 25! Per $. ae 4 Wheeler's . - par gan $2 25 
IRON Hercules “Infallible,"” 25 can A “ 7 
N. ay ie 2? 00! merican Snailhead.. oe 1 75 
Patent Planished Sheet Iron, Hercules “Infallible,” 10 can ? ie “ Flat... “ : = 
100 Ibs., base No. 28...... $11 55 drums...... 9 00 BALANCES, SPRING. Mahew’'s Fiat. - 1 60 
Hercules “E. C. 1-kegs oa 5 75| utes 20%, Snail...... pe 1 90 
Hercules “E. Cc. oe and “Infallible" ee ee ee | o 
BAR SOLDER. canisters...... 1 00) Dowel. 
Warranted, 50-50. . per lb.44 c Hercules W. A. .30 Cal. Rifle, Russell Jennings...... coccecce 15% 
. ees ne Nncwate Na nti 8 aaa ec acniscere 1 25] : ” 
Commercial, 45-55...... 40.80c : ; . } BARS, CROW. 
Ricaitian? ™ 37.70c Hercules Lightning Rifle, . 
sata tal each sale COMMEND. ........2.. 1 25| Pinch or Wedge Point, per cwt....$8 5C\Gimlet. 
Hercules Sharpshooter Rifle, 
SPELTER re: 1 25 Standard Double o $1 10—$1 60 
— Bic Hercules Unique Rifle; canisters 1 50 Countersink.............Doz. 1 80 
Pe en ee ee Hercules Bullseye Revolver, BASKETS, 
NG ison Sarees snk ae 1 00) Clothes. 
SRaSt SINC iia Small Willow........ per doz. 15 oo sei ™ 
fn, RO eee aE 18c . . Medium Willow...... “ 17 OC] Standard Square..... ---Doz. 2 50 
7 .93 3 . oo A Octagon.. “ 
Less than cask lots.. ..$18 50 to 19 00 on. a od A 4 _- io ‘Okc oe > Large Willow........ 20 0 names " als 
COPPER. ASBESTOS. Galvanised Steel. } bu. 1 bu. 1} bu. a = 
Board and Paper, upto 1/16” 17c per Ib, No. 1 Common..... i = 1 40 
36c Thicker......18cperlb, Perdoz......$11 50 $17 00 $22 OC No. 26 Stanley... .. a 1 75 
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BLACKING, STOVE. 
BLADES, SAW. 
Butchers’. 
Standard, }? & 1}-in........... Nets 
TT wicckiawmeseanat = 
GPs ccceneseececsoaes ecvccee - 
Hack. 
BER. cvs cceces ot0seeneee<sas 5% 
Ricca. cnenscaaes itheceiwent Nets 
Wood. 
Disston 
Pi écc0sec00s 6 66 26 
$800 $850 $8 00 
a 
aseessenene 2 14 18 
$385 $650 $475 
BLOCKS. 
Snatch. 
Ws én c0eseecivesece Plus 10% 
Tackle. 
Iron Strapped............ Plus 10% 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... “ 
Wabash Mosaic. sae 
Wabash Delft Enameled... ee 
Wabash Art Inlay....... 
Wash. 
No. 760, Banner ——., (single) 
SEER DSS: oz. $5 25 
No. 652, Banner Globe, hee 
EP PPG SAE: per doz. . 75 
No. 801, Brass King. ” 8 25 
No. 860, Single—Plain Pump 6 25 
BOBS, PLUMB. 
Carpenters’. 
ON eee r doz. $1 15 
als Pers + 90 
Se eereeram sn 3 85 
ee aeons - 435 
No. I eee aa pa 6 00 
No. N3o, , eet plat’d “* 2 40 
are 5 25 
BOLTS. 
Carriage, Machine, etc 


Carriage, {x6 and sizes smaller. 
and shorter 


Carriage, sizeslarger ani longer 


SRR % 
Machine, {x4 and sizes smaller 
OE CIP so acsccccusss 0&10% 
Machine, sizes larger and long- 
er than Seeger: 5% 
DNC h ak cot naukeannnanss 60&10% 
. | CaS ete iia 40% 
Mortise, Door 
a 5% 
Gem, bronze plated........... 5% 
Barrel. 
a ad Nets 
reer ager: . 
Wrought, bronzed....... ionsea ™ 
Flush. 
Ee coccccee 4 
Spring. 
ee oneseenese 
Wrought, heavy........ ccooce * 
Square. 
WS 6. cxtenmnedis ccoccee S&S 
F BORERS. 
Anguiar. 
Miller's Falls....... d le . = 
Sill borers, No. 51 ee me 
“ ir 52.. - ee ’ =. ro 
Bung. Doz. 
Enterprise Mfg. Co. *s No. 1 - 1m 
No. 2 -10% 
— 
ee 
Per doz...... $18 00 23 {00 29 190 
Mitre. 
Goodell-Pratt .............3 35-40% 
itivsasadciacaod Net Prices 
BRACES. 
Fray’ 's Genuine Spoford's. ex | 
_-  Sapbbooppten 8 00 
BRACKETS. 
Hay Rack. 
Wenzelmann’ s No. 1, per doz. 
te ae ae a acs $18 00 
Wenzetinazn’ s No. 2, per doz. 
petinketeesebanneneats 9 20 
oy 
Wrought Steel ............... 40% 





(See Polish)| 
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Well. ' Picture Chains. Saw Filers. 
Cx. Yoon Iron aivened ds 00 Light Brass, 3 ft..... per doz. $1 25 Wentworth's No. 1, $12.50; No. 2, 
Op Hars......... 18.25. . 3, $16.25. 
BURRS, RIVE a ae Heavy Brass, 3 ft.... = 175 $ o $ 
Copper Burrs only Paare 25% ore - 

Tinners’ Iron Burrs only.. . CLAWS, TACK. 

| Wood hdl. No. 10, |. .per dos. $0 95 

' Forged st . : 

BUTTS. Safety Chain. ‘Solid steel. Lisanne : 2 40 

Oe ee eee TES DOD ven ciscsvesiansissesses 5% | Giant. ” 

ones rece Dew io’ ae papebe 
pougns Steel, Bright. ...cccccess 

Wrought Steel, Japanned....Net prices ne CLEANERS. 

rain. 
Sash Chain. (Morton's)| Iwan's Adjustable....... 40% 
CALIPERS. Steel, per 100 ft. m Iwan's Stationary .........-- 30% 

I i Mises lp prapannimutedantes $2 50) 4. 

Inside and Outside. ..... ly "SEE ae Oey et 310) Wire.........++0- per doz. $0 75 
MB-ccrevecerererererscens © IL Betinetuicencdenedecesenuins 3 69|Sédo-Wetk 

| Pe aaa sensens per doz., Net prices 
CALKS. 
Logger’s Boot. . : CLEAVERS. 
(Lufkin R. Co.'s), per M......$7 00|C*empion Metal. Family. 

Toe. RP ee Pee eR Ee 5 40| Beatty’s,inch 7 : & ¢ ee ; 
Blunt and medium, 1 prong, Rie on seek ete ete 5 60| Per doz. .$2700 2900 3300 36M 
ao r Ibs. serene 7 Dts haswesananekeadescoas 7 75 

arp, 1 prong, per eae CLEVISES. 
| 
PO ..ceendeneeakaess 10c lb 
J | 
Milk CANS. | Champion Metal.—Extra Heavy. 
Elgin, | EUR 9 50 CLIPPERS 
ae tenes 5 10 i  ceeleguae $2 25&6 00 
reer $4 00 $5 15 $5 15 
toms 5 EE a 
ais inva ta ioe ble Sash Chains. 
—......: sonasase om . CLIPS 
SERPS Last Hat Pius COG LAM cies cccccnecccensoness 65&5% 
Damper. 
CAN OPENERS. ee per doz. 70c 
Sears - 
Gee Openers. Sone. eebadennbesaees so 50c 
CHALK, CARPENTERS’ 
CAPS, GUN. | EO RIT per gro., $1 50 CLOTH. 
See Ammunition. EE Rainer ee . 1 50| Emery. 
ie tak bent enpam a ss e 0 Re er ce Ne w Prices 
Common White School 8 YS Serer 
CARPET STRETCHERS. CERyOR. ...c.e-s 25¢| Hardware Wire— Prices on 
See Stretchers. Full rolls (100 ft.) application 
12 Mesh, galvanized. = ” 
14 <ome + 
a CARRIERS. 16 “ 
ay. —_— = pecs 
: Cc , ee 
Diamond, Regular. . . .each, Nets| HARCOAL. Screen Wire. Prices on application. 
ond, Sling....... re _ | In bags eee eee per bag $1.70) 12 mesh, painted, per 100sq. ft... .... 
CARTRIDGES. CHECKS, DOOR. ' 
- cea aed nhk ghee Net list COLLARS, STOVE PIPE, 
See Ammunition. alae ad tentaneatiae seal ‘ 
[CORRER...2errerrerserees | Lecqueved.. 
| . Inches 5 6 7 
CHIMNEY TOPS. ‘per of. . 8c Se $1 IS 
CASTERS. Iwan’s Volcano. ......sseee +++-40% 
Standard—Ball Bearing...... .50&10% = CHISELS. COMPASSES 
7 ee eee , 
” Inches..... ag - i 2. 1 A CarPethene .ccccccvcccccecescess 15% 
Round, per doz....... 5 2 
pene ate, Flat, per doz......... 725 825! 
SN ek ehesnscrsasesde 15%! Cold. COPPER—See Metals. 
Iron and porcelain wheels, new Good quality, } in. and ~_ 
| Re Sere Ae 50% oh rb +...-perlb.  28c| COPPERS—Soldering. 
Philadelphia Plate, new list... .50% Smaller size, per doz... +++... = 3 lb. and heavier......... per Ib, 55c 
PE oniodendsusecsaneace 40%, | Socket, Firmer. ats seed ooesss «  " 56c 
ee .Price on Application [2 Uh. ....cccsccccccesess io 57¢ 
Socket, Promina, 14 i: —TRETETIETILILT LT “se a 
. Price on Applieation siaiahaiadcicicinininlecicicri if ° 
CATCHERS, GRASS. Tanged, Firmer.—Barton's. 
; With handles.............. Net list | 
No. 1605S, per vias aceeaeses $12 25 | Choppers, See Cutters, Meat. s CORD. 
No. 1658, “ . 1401 | Picture, 
F ee Weise ccccsccscces 70&10% 
CHUCKS, DRILL. Sash. 
| Goodell’s for Cnty nag A 40% Sampson Spot. No. 7. per . oy 25 
i 5 a ae . List less 35- lo Revenoc No.7...... per doz. $14.40 
CEMENT, FURNACE. |Yankee, for Yankee Screw 
American Seal, 51b. cans, net $0 45) BON 6 6.000060008000000 
‘ ** 101b. cans, ** 90) CORKSCREWS. 
" ** 25 Ib. cans, “ i 87) CHURNS. TT 30% 
Pecora, 5 lb. cans........ 45 Anti-Bent Wood Williamson's Regular.........: 35&1 1% } 
—_—  —_—ae vi 90, Gal . 5 7 10 Williamson's Forged Worm....... 40% 
© DW. Giicccases - 10) 2 460 485 
Balle, BattGl. occccccccoseces 65&74% 
| Common Dash, COTTERS, SPRING. 
Ca Vacaukedueten 5 a ‘ ; 
s eS 1 l BU) wae e ee eeseses 809 
CHAIN AND CHAINS. | Per doz......sseees 17 00 19 00 All sizes (new list) 7o 
Breast Chains. } 
CLAMPS. COUPLINGS, HOSE. 
Doubleslack...... doz, pairs, $8 50’ Adjustable. 
With Covert Snaps - $ 80, Martin’s.......cccccccecceees ST... .conseseended perdoz. $2 25 
With Slide. ...... <g 5 00 : 
Without Slide.... “ 4 60, Carpenters’. 
D EIR og vsccccatasccensens 10% | : 
Cable Coil Chains COVERS, WAGON—See Tents. 

Hose. . _ a P 
ee tot A a TT per gon th CRADLES, GRAIN. 

nur eae. 775 7 50 7 50° Double, brass, 4-in., 1 20 Morgan's Grapevine .per doz. $45 00 
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CRAYONS—See Chalk. | ELBOWS—Conductor Pipe. Lani Pails. HANGERS. 
| Frazer’ $1.00: 25 tb. $1. 
CROWBARS. Gatvaniond Stes, Tin end Torus, | Temett’s: 155140; 25 B.51.90 coh Ieee Dow. 
: : Round Corrugated. | Hub Lightning, 15 Ib. 90c; 25 Ib. | U.S. Rolled Bearing.......... 125% 
Pinch or Wedge Point...... per Ib. 8c | Size. Des. | $1.21 each. Matchless. . : —: 
CUTTERS |2.inch itnarewaliwe ainwseiamuseeas $ 3 60/Tin Cans. Warehcuse Tandem, No. 44.. .334% 
Glass. |3-inch 4 32\Prazcr's 
n oa piel aaa eta a a m 7 razcers Conductor P,. 
Woodward. .scccvcccccccees - 40% j4-inch Sie Skike aaa nN he eee Cie Oe OU PO, 66s cckdasccxen $1 75)| Iwan’s Perfection............. 50% 
Meat. [S-inch.. 1... 66. eee e eee ee eens 13 OO} = 3M. per dos.........ccccces 3 25 
Enterprise—Nos. 5 12 6-inch Sarat Si aca pinta a a 18 00} Eave Trough. 
Each a $2, $0 + 25 $3 75 | Subject to 60% discount. DL: «ésebeneineednauen Yet list 
* Os. ys a. GRINDSTONES. Mh <i ncheveteweansale List plus 5% 
Pipe. EMERY, TURKISH. Family. Garage Door. 
Saunders’, No. 1 2 S.7 5-Ib Inches.. 7 8 10 12 | Right Angle............... 50&10% 
Each vl $1 85 2 2 6 75 Size nee plegs. kegs. kes Per doz..20 50 21 75 26 25 3050| Sliding Folding............... 50% 
Slaw and Kraut. er doz. A ree 8c 7c 5 I iin ctdennaemeed 50 
4-knife Kraut..........$20 00-55 00 00 | — ; licati Pst = 
3-knife Kraut, 8x27 in.. 13 00-18 00| | Perton........ Price on application . 
I-knife Slaw.......... 2 50} EYES. | Acme...........+-. per set, $3 75 
o knife Slaw ; | Mounted. | Sn te 
Pt omg - fraps ebay 11 00 | Bright Wire Screw—See Ooods, B. W.| Ball Bearing..... 1 2 te Improved = alah “ 30 
| Drifting Pick............. 60, 10&5% | Each........... $4.75 500 5 ‘3 “po oo a ; 8 
. | | zane Ss .\ew JIC see 
DAMPERS, STOVE PIPE. | Hooks and Eyes— 7 te ahr Pm S.. 
— | L ee % 
ddeal Brass, 15 7 o. -per gross, $3 50 GUN WADS EET 
Ps iskeierarnsntassecavndnt $1 00| Iron 50..  * 1 60 iam ee 40& 10% 
— teenies - (See Ammunition). 
6” Ltsssesseserssss 125] FASTENERS, STORM SASH. a ner 
3” rue mere eee nif : 73 | eee ee per doz. $1 50 GUNS. ge te s ao oe @ to list. 
E pe eS EE piel he : | i aples—See Staples. 
10 6 00) ee 3 00} Tver Johnson Champion Single ’ ani 
4 Barrel Shot Guns. ..... Net Prices | HATCHETS. 
DIES AND STOCKS. "ILES AN . le — 
A STOCKS PILES AND RASPS. | Double Barrel, Hammerless. i |Crescent............-.0+-eee0s 50% 
Sek er New List | | Delta |Cast Claw...... per doz. $i 50@1 85 
i Ns i ac ea 20% |Cast Shingling. . . > 1 50@1 85 
. DIGGERS. a List plus 25%; | HAFTS, AWL. |Germantown.................-- 74% 
Post Hole. Utility * nt Brad. } vin 
Bureka.........-.. a COm@nOn.. ...cssces: . $0 3 _ HAY KNIVES. 
Iwan's Spiit Handle (eureka) °°. | Nicholson's— Cas per dos. $0 $5 lsee Knives. 
4-ft. Handle..... per doz.. 1400| American................5! 508&23% | Pes. : a , 
I 7-ft. P ‘ onnee la ee 20 00 | SE 508 25% Patent, plain top..... = 80 HAY RACK BRACKETS 
tomer eee va 1 or | Black Diamond.......... 40%, | Patent, leathertop... “ 90 Wensleman’s No.1 per dos. sets, $18 00 
See also Augers—Post Hole. Reece S0& 2), | Sewing. |Wenzleman s No, 2 . 19 20 
Dividers, Wing................ 25% Great Wesker... 6... cccess 50&2}%| Common............ . 24 | HINGES 
Kearney & Foot.......... S0R21% | Patent.........sse-- ” 55 | Blind. Y ; 
DOOR CHECKS—See Checks. sss scccconaes 508 25% | | Clark's Gravity 
: EEE eee : 40% eae per doz. sets, $2 25 
DOORS, SCREEN. Leia... 50&23 0 | HAMMERS, HANDLED. | Sak ssande ie: 
j-in. 4-panel, painted...... Net Prices| X-F Swiss Pattern... .List plus 10% er dos.. net® |Gate. 
44 - nem § erm orgy - 26 oz. $11 11 oS ae 1 2 3 
hae... ..:. a imo. oenene- nS page es 1,260z........ IL 11| Hgs&Ltch,doz. $5 50 700 9 75 
; | a 50&24% Farricrs’, Noe 6,7 02. . . 923 Hinges only “* 475 550 800 
DOOR HANGERS—See Hangers. | Heller's. ........++02000000: 60& 10° ‘| Machinists’, No. 1,7 0z........ 6 65] Latches only. 190 190 
* DRILLS. FORKS. Nail. | Screen Door. 
; Barley. Vanadium, No. 41}, 16 oz., eee gross $10 00 
» rs oe BS 
Blacksmiths’ Twist. (New List)... .40%| Secet. now Mat......«.. dew Peles NN arte ia ae ee i eer rere “ 7 00 
Sceak H ay. V. & B.,No. 11}, 16 0z. per doz. 10 00 | spri 
WE Gav os Sadanewutca Y ices sarden City, N _— 
Millers Falls No. 12. am. $46 00) 3 — oe ies Garden — » No. 1014, 16 9 00) Chicago Add 123% to list. 
iT “ “ 12. 2 26 00 J- SS nee eeatS + - ave segaed 0Z., per ae ee ee . | Cc 1 bia Dbl. Acti es ¢ oF 
Ad Cotten eee eee .. New prices |Tinner’s Riveting, No. 1, 8 oz., Ge 9 rh " . a ‘ a ee 
Hand. —— a im winteaen ...New prices peor Ges. ...<.<5 ae pe Domes... . per gro. a 
“9 . I OB. ce cceccscecerevecs % 
oe * on Seer rer er New prices | Shoe, Steel, No. 1, 13 02. perdoz. 6 88 New Idea aphetlens: am” ae 56 
See 01 03 eader. Tac Ps cddhecancawenane ccvcedte 
; ~ : ack. 
Per doz. 12 00 14 40 ee ree ..New prices a : 
Goodell’s Single Gear, perdoz. 15 75 | 4° "° -+--+++++++ -+++/New prices) Tot goe $563|" New Liste, 
Goodell-Pratt No. 4} per doz. a Manure { . { Light Strap Hinges. pester: is% 
‘ — ha a ....35-40% | 4-tine..................New prices! yp oid Hinges...) 25&5%% 
yoodell-Pratt No. 379 sardes. SALT ight | RES A 1IS&5% 
Mca ciwancaank aed 35-40% FREEZERS—ICE CREAM. HAMMERS, HEAVY. Heavy T — = . 1.1 2085% 
Reciprocating. White Mountain 1-quart....@ Heavy Hammers and Sledges. Extra Heavy T Hinges. . erat 25% 
Goodell’s..........per doz. 26 00 = *s : = ms @ § § Under Stbs................+.50% | Scyew Hook and Strap. 
na ‘i . = <e a3 5 Ibs. and over....... .. .-50&10% Sis isin. ....- per 100 Ibs. $7 75 
DRIVERS, SCREW. sa eanenoannen Bw 7 Be [Mesone 14 to 20in....... : 7 
aoe Wingert a ee 4 a es ys a & Single and Double Face........50% rf - es 7 25 
ER arbi das saceeneksarene ee Se sae 
Look Porrdle. ......0c0ss- ioe HANDLES Screw Hook and Eye. 
NN os. aad cacxssuaeien “ GAUGES. Auger. : : Be a tactinks perdoz. pair $2 60 
Champion Pattern............ “« \Cream Pail. Common Assorted....per doz. $0 75|  #in....-..+-0-e ‘i eg 3 50 
Clark's Interchangeable....... as Fairmount. ......... per doz. $3 75 Pratt's Adjustable, Nos. 1 & 2, BAM. . cee sccces a , 5 00 
Edison..............sseseee0 ‘« |Marking, Morlise, etc............ per doz..... eee | 
ae eI sk ae Wand SiN Iara ws x 45 sake Nees ei enwed Nets| Ives’ Adjustable.....perset, 1 35 —— 
CE... sadesw does Wire. Oe Re 30% . 
Yankee Ratchet.............. ee errr ere 25% | . 
* a 01 Chisel. RN is cic te a xtciaet aaa anecdeet 
GIMLETS ‘ > Grub. 
Di Hickory, Tanged, Firmer, Assorted, | 47™ ? ; 
ne 35@40% 55c; Large, 85c per doz. Re eo andik late cecatitain New prices 
EAVES, TROUGH. . : Hazel ices 
GLUE. | Hickory, Socket Firmer, Assorted, AZEL. ws eeeee per doz. New prices 
% off Standard List. | Bulk. |  70c; Large size, 80c per doz. cd and Boys’ wm prices 
B Amber......660e00. per Ib, 380 |Coal Pick -oo. 00 seve+ 40%] Mottar....--seseeeeeeed ew prices 
ELBOWS—Stove Pipe. NE Micdipsis isenxast © 0g | Drifting Pich......0...60000005. 40% | Stanter's Bye.........- lh cr 
aS ae ee “ = 26 | File, assorted, 30c; Large, 35c per doz. | Weianess kaa sonccsvesdeeel prices 
1-piece Corrugated, Uniform. 
' nt tees & Navy.......... 40% |Hammer. HOLLOW WARE—See Ware. 
NE: ica nisetcnianipiiueinanee $1 40 ~reernagy °| Adze Eye......per doz. 40 to $1 00 
a paskssbscanenebeuiebeeks 150] vA = 374% | Blacksmiths’...  “ 45c@1 00 HOOKS. 
Ds 6 4. 50:0066 400400 8456s 6 00 Pe ee a Peer Re earner eRe o achinists’ = 10 
> reer 334% % | ee... - one ed Awning. No. 60.......pergro. 50% 
List “C” 25 % ‘ied and Manure Fork........... 25% | 
Uniform, Color Adjustable tae 8S ea Belt 
Doz. GREASE AXLE Screw Driver. | TR ee 70&5‘ 0 
Ee en ee ee $1 35 Wood Boxes. OS Ee ae aad 6 Jones Otte ewww eee weeene 65&5°‘ o 
Ginch. .... 2s. seeeeeeeeceeeeee 145| Frazer’s.......... gerare. B13 GO| Lange... ...cccsencce 4 9. | Bench. 





FMC, 0. cece eee eee ee eens 180 Hub Lightning............ 7 50 Shovel and Spade...........++0++ 25%  Sce Stops, Bench. 
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Box. 
OO ee 5 7 Standard, 
Per doz. . .$2 10 12 Nos.. 
..$250 275 325 385 no : umemen, Pa 
Bush. a he ea eee aes $0 50 1 NING, STOVE. | — = 
Common Axe H Big | ae 00 |Bricks....... | NAIL PU —_— 
: e Handle, per doz.$22 00 ge aeeiienerenienses —_— per crate, 42c See Pullers. LLERS. 
eS 40% 
en ree KETTLES _ ALES. ict, 
r 100 $7 60-8 10 9 75 11 50 12 60 ae satis With 
: ‘ pre ct sate lalaca ns eorcet hha oO 
Clothes Line. 30 |Gauldron............+.+++-- 49 1s Angular Augers Pa NETTIN 
ene per d Maalin 2000000000000 per tb. 27 Upright... doz. $3.00 4.40 | Galvani ING, POULTRY 
OE. oo eens r laa li eat ° er “ | Galvanize : e 
ET b 0z.48c @1 40 Pcibidestinqnenséeeneus 40&10% | Leather Riveti 2 60 4 00 brremeersne before weaving,. . .40&10% 
75c@2 50 ee — iveling. ed after weavin % 
Coat and Hat. KNIV Chicago, Pomeroy Dicnceinn cee 
Common Wire. ...per gro. 1 2 ee Topping. = a einai -per doz. $9 00 | End Cuttin NIPPERS 
: eee " 5-1 65| lyde, 9. Jandy eevcscee “ 2 00 : g. . 
Cond -in. Scimit gig, pba ae « 200} Stubb's Pz 
outs Tt d eterna. ieee Blade, dz. $3 8s Little Giant nigh 2 Per te vuieen, Settee, § 6 
s nned Sickle. . |Butcher,  comae se oe aia rT 3 00 | : Pcaceane 
a 10% | andles, .* blade...... Pir don, CREE. - + 0 e » End and Diagonal C mn - $465 6 75 
Bee 1 SEES: , Ory = ulling. 
Common, rivet c 1wood handl . a Swedish Si 
n, riveted, pai es, 9” bi: : M — Side. I 
OE ksawacens “nr |C ooper' Ss Hoop 10° ” ; = See Boxes. AIL BOXES. Per dozen. aie —.. 6 6 
Little Giant _~ -per dos. ae ee 1S% — $450 575 
Ree oe ‘ or IC 1’? 4 
Gate. | “Clip MALLET ey 
‘ er. . Ss. -& “a 
See Goods, Bright Wire | Disston’s oeeveccccece per doz. $1 75 pocoge Ss &B or 
. ---isnagaelit seed rr) “ J . 1 - " 5% 
Grass. aber Jeetndetesee ee 275 ibre Head, No. 2, per d ad 
Cc |  Reyaieheeatianie pa 3 00! “ N ’ oz. $16 50) NOZZLES 
ommon Nos. 1 3 , quai > 25 ‘i No. 3 rr) ° = Hose. ES. 
- 7 wing. ‘ \f “ . 
Per doz...$4 50 3 50 @ . J, 1 Round Hi wm. 6 28 5 Magic....... 
FF ae tandard ° | Hickory “ 0 Diz 6% - -perfid 
Memmesh. 2: Adjustabie faesecne (New List)... 15% oe Piemonte cape $3 00- 5 00! lamond...... . oz. $9 50 
With plate..... , arton’s Carpenters’ apsesterens is% Square Hickory oe i 6 25-10 a . 5 75 
RA Be. oo oan acs per Sos. io 9 | 15% “ Lignumelen "la 3 50-5 NUTS, HOT PRESSE 
Lambrequin, or D bias, 1 00 Iwan’ s Solid S Tinners’ re 8 00-12 00 | Square Tapped. aerate 
Fines... rapery, per gro...30c| Iwan ‘s:... ocket...... doz.$13 00 Hick : | $:.05 off per 100 Ib 
oe eee _ a ceeecenece ory Ss. 
Potato and Manure... 50% @S50°:10% poe Pinkie Bdce../ |: 13 00 Veweececess “ +o ree Tapped. 
Screw. er re , pv'd Serrated. “ is 4 ate Sc off per 100 tbs. 
NS re ee me Hedge. Dee. MATS. 
(See Goods, B adi Sil Challenge | Nati : wt OILER ™ 
; , Bright Wi i BO. eee ee enes | National Rig Ch Ss 
Seat Spring........ Wire.) Re. per doz. $6 00 Acme Steel = seen + SOK 1O8S % —d Pattern. 
st eeeee per th. 5}c 375 exible....... 50%, — and Copper 
HO " _ Stove. . /o | ar si 25-10% 
SE, GARDEN. Common, Single = | No. 2.. >...» 7 gael dpa o 
Coupled means Double. AG oe 60 No. 1 Sandee t . per gro Ne Tin 
Velvet 3 — ’ Streeter, 4-blad cece 90 wer Hin wessasiene « a. rn isi dads per doz a 
‘ ’ 3 ply-}” gus per ft. Stree oe aw “ No. ; 2° | Machine. 2. $7 00@ 
Eclipse a 4 _ tals l4c reeter, 6-blade..... se 1 30 o be Atetes Toasters, o Com 9 00 
Diamond ‘ ° 17} P 2 00 wire-covered St r a 
on e “ Fe hn ve aitt handle ~oogg Soni ai per doz. $0 85 
otc} >ommon. . | No. 2 Asbestos Toas per doz. . 
Rec an COV. RUBBER HOSE | Landers. . He -per doz. $0 75@1 50! a Toasters, with 1 10) Box. OPENERS. 
igh Gre . . o | 7 hs . 
400 — Apache 1” guar. press. | Scraping. 5@2 50, eae 60! C, one Ses See 
Day kas teh aes ed oe | Beech | | Can. ‘ 
seeeee 40c | ch Hand . , 
Lander's. . a" ae esenes 90@1 10] MATTOCKS “ Imonico Seana peré 
Noe ee apy 5 50@6 50 Plumt . .# ever Slip cae ~ oz. $1 30 
Boss. SKERS este ett oe | € vate. reese 65 
Noe. In, KNOBS rae Aree © ore Ee 25% | o , és 
on peda lplserteae B “Cee ae 7 25-1100 
—........ aay Uh .New Nets| en _ Iron. I! MAULS 
os06e doz. New Nets| orcelain... ee er ¢ oz. $2 10 on, S. 10 F OUTFITS : 
aaah deed acen's oe 2 20 wet doz prict ton atOpiccet® [Com S, COBBLING 
IRON, PIG | LAD 2 20| "Per doz. me... 00 or eens per d 
Sg me 4 DERS. she eggs Prie . 14 SOD cone sacs doz.$16 00 
See Metals.—First column co Long. W var hoppers’. es on Application Se “ ~~ 
. er ft. od Choppers. “ 
Remastered iin ésendaceesiweds 17c@23c e Super'r & Oregon Pat. 40&5% 14 50 
Curling. IRONS. | Perft.......... MEASURES Cream. PAILS. . 
e Step. seseeeee 22 to 28 ee doz = 14-qt., h 
a ee | ap: = . 4 . wit 
iis 7 inssees per doz. $4 40| Common, per ft as A apanned, doz Nets 18-qt., out gauge,per doz. $9 
A. caraineanases 30 re with Shelf, add oe o-aa0 Nets| 20-at-. ry pa Pr T = 
rincess paeebrambie: “ Oc. MIL " ” 
aa “ 1 = Chelionge. Stok. oe en LLS, COFFEE. Sap. 11 75 
“gaia epaiatelai 1 23| to 16 ft... se see eees ....+.55e | Parker. se... 163% 10-qt., IC Tin 
a phage 2 1 00) LAN shakes \iaeie *'50&5 9% oe saneen OTe $4 00 
"ae \Bull’s Eye Pe ron wate 40- 10% , | Stock. ; 5 50 
ood Bench tas ery MIT Galv’ 
eee 3-in. Flash Lig z 4 RE BOX yalv'd. qts. 
- Add 10% to list | ash Light...per doz. $13 00 See Boxes. ES. Per fag rye sata et 20 
Sad. LEADERS, C , ‘ ed 75 1450 
ean Peed peer pining: MOPS. we: 
oy ganda debaapeahats 5 ~ . ° a i 
Te 7 ae ber 100 tbs, 7 00 OZ. ws eeeeecees — oe <. y aes Star (Cut Ends) ay qts. "$s 10 12 14 
oN. 100 sbestos. . $1 50 A. Cut LEATHER, LACE. Nay me alas Ja - 18’ 24-3 Wood sheath 75 650 7 25 
on, nickel plated... SP gale lela sities 565 6 -3 oz. age 
= Pott’s, el plated...... 8 25 5] Sédes. cache ae 75 9 00 oan 2 -Hoop.... 
No $0 J. J, Enterprise, per set, N Quality MOWERS, LAW Ged. e. +-Hoop - eee > pee, Cae. Nets 
a” “aman. — S, Li ; , oc nt Ne 
507. « es 7 LEATHERS i sq. ft. $0 45 Gladiator—B. B. N. _ Nets 
Talore Sad... « » |Valve and Plunger... oor Each 16 aaa 
Tailors’ Goose. : chabert per tb ee 10% - acn..... $6 50 7 ] -. 20 Drip ping oe es Ee 
Ideal. i  |Stove Cover. LIFTERS. me Universal. B. —_ @ @ # + oes Net 
6 tb. Coppered Inche $5 25 i Com 
9 th. mee ee | Alaska 7 panes pergro. $3 25@5 5 Bi ” nes 14 5 75 6 00 Yay SRR OEE SEE 
14 ressmakers’ ...$3 50| Alaska.......... ‘ ) g Giant 16 100] Acme....+++++ereseeveeeeeens Nets 
= oy —~pppeebben 4 25/7, eel ees “ t. 00 a. ee tt” “ 
— 5 ransom. ) 00 3 ’ sling. 
‘Singl D Dayenn’. Cut Steel pony — 
ae me ae LUA la Steel. . ae Nos.... 1 
Double Duck lest... .per doz. $5 25|Chalh. LINES $5%| Cut Tron... 22) =" G2 Appycation Spovadhens en 
on. ad , e Neverbu noe eens J 
cecccececs 6 25) " rm , ... Nets 
eeeees each 3 Gol Twisted — Savory N ttteeeereeeee 
, Nos. ’ in ? ft. . anks. Small Lots a Savory No. 200 ote. 0 
JACKS. sO. - mee © ri ces 0 8 9 Cement Co —— Applic ation , 40 
Lo paenee in 50-ft. ball n Application] ¢ ated, Build PAPER 
comolive . . | Ey s. mall Lots. ’ urtlding. . . 
si cheswneeeeseoes 308 10% Nd doz.......Pr tc es « ; A : 4 | Horseshoe. ...Prices on Application Plain 
— Braided i in 20-ft. : mee tg n Application Rate Tarred. ...«.per 1001bs. 
ichard’s N agp Cc da arred Felt - 
Miller... .. 0. 1.....per dos. = 50| Per dos. ‘Price $s on Applic t : P. verfe _ a ‘1000 ~ Rosin, 20-Ib ~ = 
Mer... esecceteeeesene 20 00|Clothes, “ fs ee errr Co = - ec e+e pe nl >> 
— ne 20 00 | Clothes. ‘s SOR] PUIRAM.......00000000 $585% pe pect aia or 
Nos..... | 60 ft. Jute.... wate neo . 2085 % | ¢ SOM soe 
—— on ny x 00 | ~ es. Sisal. adele -per doz. $0 95 — 308 56; Sand and Emery. 
eevee coc $0 80 sal ee = 40| Brass ; No. 1, pe th 
50-ft. Braided Cotton o 15 Pm ~ ag Heads ee - No. I, per Sar a grade.... $600 
fg nn OE ade ; ms q Wr ,cheaper grade. 540 
ecervces L ist plus 186, apping. 
Express...... 
penener 100 lbs. Nets 
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40 
PARERS, | Tinners’. PUNCHES. Bead SAWS. 
Aah. - nd. 
pole OEE oe Net list Conductors. E. C. Atkins & Co. Prices on applic'n 
Goodell’s...........per doz. $10 80/ gojig each, 10c No. 22.....-+005: -per doz. $3 00 
Turntable « ee ee eewenaaw seta tsesen im a per tb. 25 | Buck. : 
urntable.......... ON. ca barwibbetinedens New nets 
White Mountain. ng 8 40} PLUMBS AND LEVELS. | Saddlers’. JOORBON'S «oo 2. sen cneee . New net 
Reading, No. 78. or ll 40) : Common...... per doz. 1 50to5 00 Butchers’. 
IR ask wie aaielige eames eon Nets E. C. Atkins & Co. Prices on applic'’n 
Petete May acts kee tadbew aed 40% PUTTY. Disston’s . .. New nets 
" ; — ; Cg eee 59, C ire ular. 
Goodsell’s Saratoga, 10} in., dz. 6 50) Davis’ Inclinometer.......... 150,| Strictly pure.....per 100 tbs. $4 25 Atkins & Co. Prices on applic’n 
Goodsell’s Saratoga, 5 in.,dz. 5 50 Bhtent akc caw eek Sadd ea Jew net 
POKERS, STOVE. RAIL. Hiles’ ......... .... New net 
. Bese Deer. NE vinci dues cccagenn New nets 
PICKS Wr't Steel, str’t or bent per doz. $0 75| Pee 5c Comer, 
Nickel Plated, coil hanl’s  “' 1 10] Matchless, Id-in...........+66. 7c| E. C. Atkins & Co. Prices on applic'n 
I 5 a civesascacenned 224% NN SUI: ss vexvsececoncesese Sc} Common.............-.- New nets 
Drifting and Poll Picks......... 224% POLISH. BS Disston’s.........++..+.. New net 
Pitts, TAORE.. «nec ccciccnes 224% Burneshine. | Sliding Door. : Cross-Cut. 
a co ai Oe doz. $1 10) Bronzed wrought iron...perft. 8c i Atkins & Co. Prices sa segt *n 
, ,- Es vavcannimdacne New nets 
Is «sodas wae aaa 1 50} RAKES EN hia acne < kimi flew son 
ee ee ee -" 2 60! G d . F 
PINCERS. eset “ “Steel 2 a ee, 
oy sc eeereceesecees 5 00} Steel, Bow. 12. tack Teeth... % 4 0 ee eee New nets 
ee 3S eee “9 00} Steel, Bow, 14-inc 
Carpenters’, cast steel. ge ee | Malleable Iron, 12-in. ** 4 75 | Hack. 
Inches.... 6 8 10 12 | TE wre eeecccceccces 1S 00} Malleable Iron, 14-in. ** 5 00 Disston’s . . New nets 
Per doz...$3 75 475 6 25 7 00] regi Simonds’, Box Lots... ... New nets 
pothee sss ahtah “ . | ray. SC ela ee rae New nets 
EEE Pee Ee . . 
Re rn 40% Wizard, 6 0z....... pe r gross $17 o ee $4 00| Hand and Rip. 
i | See . 19 2 E. C. Atkins & Co. Prices on septic’ n 
oe 1 pt -_ ae 36 00 0! Lawn. pieten’ s a  - w nets 
4, oun a en . Jisston’s Nos. 8, D8, 12. 7¢ ‘Wl2, 
PINS. Seiicsdes doz. 5 40! xg per dos. $5 50) OT NT oe te Ott 
Clothes. ‘ Ve ae oe 9 60 | RASPS—See Files. Keystone iiprsiereeeatene wire New nets 
Common....per box of 5 gro. $0 95 i? i gal...... "= 15 60} Keyhole. 
niles RAZORS—SAFETY. Disston’s ........22.2..+ New nets 
Picket i : CN ac baked per doz.$45 00 Miter Box. 
Fluted, 15-in........ per doz. $1 10 Black Eagle Paste, 1-th. cans ra hom a ee ri a - . Atkins & Co. Prices on applic’n 
Fluted, 2i-da...... a 1 60 Ns inca x ight aa ee ocbn $30 00 : a ad ee ‘ Wah Band. 
a S188) rack Bales Sitcom, | Gem ag 6 RSE New ne 
ON SE OPO eee 4 90| Ever Ready (3 doz. lots) “ 8 00| Panel. 
Black Jack Paste, #10, 8 0z., SS Co. Petersen seatic’s 
PIPE. POT GPONB ccc cvccscccs 11 40} RAZOR STROPS. —<—==2~S~—~—CO ogmein 
Conductor. Black Eagle Liquid, 6 oz., | Star (Honing)........-.++.0+0+- 50%| Disston’s............e.e. New nets 
Standard Gauge Conductor Pipe, RE Seeker 13 20) Rift. 
plain or corrugated. REGISTERS. | eee eee New nets 
FIRE POTS. | Japanne d, Bronzed & Plated..... 30% | Wood. 
® i Solid Brass or Bronze Metal. . Ne E. C. Atkins & Co.P li 
Not Nested... . ...cccce. 45&5% off | Clayton & Lambert’s,"each $4 00@6 00 | tO ee rer ee a! fae. rices "ee 
Nested solid ..............! 50% off Gate City.......... i. -each, 6 25) Baseboard... ... +. 0 ++ ee eeee ee eed 30% | Clover leaf.............. New nets 
en each, $6 75@8 50| 
oe REGISTER FACES. SAW BUCKS—See Bucks. 
Terms 60 days; 2% Cash 10 days. POWDER. Japanned, Bronsed and Plated. SAW SETS—See Sets 
fee ee 
Factory shipments generally delivered. See Ammunition. te GO FES: ks ce eesevecces 30% SAW TOOLS—See Tools. 
Stove. rer = REVOLVERS. SAW FRAMES. 
oints SSES. F T AN 3 
PRESSES, FRUIT AND JELLY | Sven Eohasen Safety Automatic Common, plain am doz. 1 50 
29- ~Gauge, SERB, cccvccasses $15 50 / Enterprise Manufacturing Co....25% SS Se New Nets| Common painted. 10 
Ei ciciasancnn 16 50 OS SEES - 
a ciiaveitices i> 70 PRIMERS. I. J. Model 1900. .......... hte SCALES. 
- DN ivsdccdecan 18 75 ae RINGS AND RINGERS. ounter. 
ae ea 21 20 See Amunition. Bull. ‘ PF ei dpetencnonrecnt 40& 109, 
Pr 2}-in. 3-in. 
T-Joint, Made-up. PRUNERS. > “appapppe $275 $3 25 SCISSORS 
t 7 : Rea's Improved Self- Stee oy 
Ge i cticccaanawen per 100 $31 00) Disston’s Pole........ per doz. $18 00 re en OTe e SN SNe eee 60% 
Water's Improved..... 60%| Steel, per doz......... 150 1 80 
Furnace Pipe. Hog C SCOOPS. 
: wa . P rain 
Double Wall Pipe and Fittings 30% Blair’ RS Boos per doz. $ 75 a vaste ?? o 
Single Wall Pipe, Round Pipe ork. PULLERS. = air’s ha) ng seeeees s 1 24 ‘i “Hereules” oe ; bo 
oe y : cc ccee. oo Sn ns ee ee . 
R Fittings seeeeerececeerees Tile, CO ee each, $3 10} Brown's Ringers..... ye 1 00 
—— and Black Iron Pipe, Phosein..«« .«¢coeccces “ 1 40 i s pineers Racha -esaire ra 1 4 ~_ SCRAPERS. 
Erne 209 : “ ill’s Ring, boxes. . 
oe c ©| Quick and Easy........ 2 70 Major Rings........ “ 60 : " — , sa 
Perfect Ringers...... a 1 50 riangular, No. 6....per doz $6 25 
Nail. Wolverine Rings. .... = 1 65 | Cabinet, 
PLANES. Ee per doz. 14 50 Wolverine Ringers. . 110) Cast Steel, Nos.. 2}x5 3x5 34x6 
Ty 4 2 
Stanley Iron Bench.............+. net| Never-Slip......... : 17 00) Fruit Jar. Cepeaeeiaaess a a 
a a per fb..... 30c | Road, 
Key. Cubic ft. 7 5 
PULLEYS. . 
PLATES, TIN. , e Split, round......... per doz. $0 17 With runners, ea. $7 00 6 50 6 "20 
Awning—Jap'd.......s02e+0+++-10%| Split, square......... - 32 acide 
See Metals in Column 1. ; Ball, round.......... fe 40 SCREEN DOOR HINGES. 
NN 5 «cc-chvnaeeeideneaae . 
RIVETS. POO Oe gross, $13 00 
Hay Fork. Copper Belt....... Add 18% tolist| Steel----+-----++e0ee- 9 30 
PLIERS. Iron Wheel, 5-in..... per doz. 2 50 sesered Iron... ..........++- 308 
ET Gi wkiensi+darcaceaweeen 
Gient, Bution's~Nets Wood Wheel, 6-in. saa 2 G3) Mame... . 2.00 SARS per lb. $0 17| Bench. — 
Wood Wheel, 6-in., pass knot, Slotted Clinch......per doz. 60c@1 10 Iron, ins. 1 I} 4 1} 
es CU CC CC—“‘“‘(C‘C:™*‘C@RC!:SC RS es necaced per doz. 3 00| Tubular. $9 75 1150 13:75 21 SO 
: . | Sash Nos. | and 2 assorted sizes, 50 aoe maple...pes dos. 6 00 
Bernard's. ....-eseeeee- New Prices : coe Ee doz. 75c Hand  pheanteetelic a Meaag ts a 
Beso ciuaksxevensens New Prices; Common ...........sseseeeees Net} Nos. | and 2 assorted sizes, 10 | ey aie ett aaa 30-5% 
NS ic caeauemaks New Prices} Common-Sense, 2-in. .......... Net in box.........+..++.+. doz. 1 40) Tag or Coach—all sizes, gimlet us 
Empire Pattern, 2-in........... Net RIVET SETS. Pt Aukensedwkennsaene 40% 
Fencing. EE RE EEA > Net| See Sets. nore Saw—Centennial 
Black Bull....... svevnccsMll Meany SU +++ereseees socereccsces NNO Cotas, ow pagers te Sic tae me 
. , | ee 47c SS5c 75c 90c 
Farmers’ Choice.......... All Nets }, 5-16 in. Com. 07 reels.per tb. Market | ,,. 
ia ches wandeul All Nets PUMPS. 1,5-16 in. Com. incoils. ‘ Price | Wood. 
Pitcher Spout. Sisal. § a ery pW tieewieweaid 70—10-10° 
= " C 
Flat ond Round Nose. | Nose 2 2 8 4 | Bt Quality... seers 23he] FH: Jap'd. 2221. .22 122624104 
MII: cs cexnccascos New Prices] Each.........ccccccccccocccc NGS] Dave Manila. . | Lg a~ _— rere. 4245-10-57, 
ic ascerenicunucanweae New Prices Ist quality, base....... per fb. 334c]} R WH Nickel Plated a et ‘ 
DE Ccukccseweeors New Prices}5?7@9- Hardware Grade....... 7 ic — Nickel seni — 
" or — , Midget Junior....... per doz. 3 75 RULES. SCYTHES. 
‘as.—Inches 0 12 14! New Misty ” 6 00 ona B | Cli 
paceebben Sy RRS ent 20% | Clipper, grass......... per doz. $13 50 
Per doz. 5 00 5507008001000 Crescent ..... ee a | Mendieeeehemetae wi: 20% Honest’Dutchman...: “13 75 





Januar 
’ 19. 


























"RICA 
N 

ARTISA 

N an ae 

RDW 

ARE 

RECO 

RD 














41 


. SETS. 
C re head.. : 
R up point, kn 
ta uried.. - per, doz. $1 
arm ” 
Hin 2) Se ad rs 
aw, Farescscoes mm - | aie. haa: a 
Dieste iil sailed Pn ic Deere DP A 
meee si. in 23% try sas sesagscecscees per doz. tist | Asses” TAPES, M 
Le on’s X- march -.per d ry and gjss net.) L ses’ Sk ’ EA 
oy - Es sees doz. $6 50 son's Bevel... .eeeeeeeees Ing 4 <n - -_ J, SURING 
N ’s Ha eae es 7 2 RB aan on teeteences Jets s cm peareeeenees a 
—_ s X- a ates a oo 13 =. erbottom SeaeeEeSeSPaee Lufkin’ ‘. Metallic. ashe age a ciateiN Lis . 
Sti man’s pein “ “aE .per d ocke List to tise st Net Stove 
tillman’ Lever. .... a: = 4 Ce oz. $6 00 enamine Dl Hollow WAR 
s X-Cut sn - 4 4 Com QUEEZER ar a 0% - acta plus 20% Plain Ware RE. 
SI reve 1 30lae mon W. S, LE gf he RMON roe OD Semel fb : 
. IAR 3 reels ood M WwW ase MET und gro 
Dismond PENER' 2 50|poss: ain Lined, V ON. weed B aes ETERS preune ware and. 
Perfect... S, SK Iro malle ed, Wood. pe lass — doz ym Scot ad Ware... ee. 
“amperes ATE. _ frame, able bee. r doz. $0 player ° “ '$ 80-@$ Coun ch oo ‘ cla oe 50% 
aeheenbites -per doz. Littl Frame, pore’n bo pee $ ; OM 2 00@ 1 25| Whi try Hollow Reeve eee e eee 4 
clini “4 $1 60 cen Giant, ane bow. “ l ; = Bale. T 3 00 —s Enamel Ware “aN 
Iron. . AVES, .. t 20/2% japan in'd ir ee 19 Sin IES. 2 00 ashi eled W “per 1001 = 
Wood. SPO m, nick ned on. ‘ - 0 gle L Ne n Kett are. ‘bs. $3 
Sta -pe KE. ~ , 2 35/¢ oop, ca everbre les... 3 00 
nley’ “ty r doz, $1 ated.. . “ 4 00 Cow- * les rload 1 C otto ak Fla 
bein . $1 10@ Bli “ 3 66 —See “C = then ¢ ots... covered m Ketthos cnsataa sins 
vie dita 275 1 85 nd. STA 4 ; hains.” ar lots 7 75&7% Ti Ware es... ound - 50% 
Pruni cai Rage PLES. ” 70815% Fee Te. ‘ 
ete HEARS - Nets ant Disston's TOOLS, S ° Glue ameled. urn’d.. 7 45% 
oe No. 1 . —— ns per Ib.216 ‘ ieiih: SAW. med = seessnses ae 
Cc me ok ‘eee a ae swemelane, TRAP: % 
C ——- Pa erie doz. Potiched 16 le TRAPS E Smee 45& 10% 
orn t., 9-in.. doz. $5 a see te @ rR 40% |°" d. ‘en 
Dr ia P. in. 75 —.. 19¢| B® APS 7o amel vee Add 
aw C at., 1 “ 7 5 | Netti ed. -+ pe eddic . . + a 18% 
Dr: ut, N 0-i 40 elti . r 100 ick's Ch t 
_——* Sut, No 3... i 3 20 Gales ‘ tees an tbs. $5 4 Comes oi ’ Tee a 0 list 
_ ny Pat 0 4.. : 3 4 Wrou anized... 6 - Vic wre ‘hains. -++-per doz. $ WAS m and Ch 50% 
een ‘$1 40 2 01 16 = nok. ....per 100 Oneida ies ae 9 50 H BOAR rysolite . 50° 
heep—No. B eo 10 2 . 012 souent Sta tbs. 6 50 ee ran | No. Pr ve DS—Se .50% 
Ree BBA, -per dos. $4 00 a. = Gems Mouse end oo sate a ea $1 95 Geendocd oO. WASHER Sens 
5, Saale ta » an 1 a He ~-<igimaaiaa 2 66 rou, G. a Ss. 
— Grip tees $1 6 Extra ‘hee oseee . nae — He pe Mc ross 429 In.3/ ght steel cast iro 
wade p.. doz. 1251 64 eavy.... .. and omey oe —"* ag 5 yy Sq tt 
Tinner aekonee 11 00 a a.|eeetrano. 50& S re Catc eA aemabegaal 8c l6c /16 xes, rib. 3 
eer +E oS ae ne 10 Sure C: Rat oo oe eeeeeeeees 15¢ j per Ib.: Ste 
<_< 5 12 25 a 358 Ms, ictor — —" pee $2 65 13c 12c 11 + j 
tiny 60% Disc D. 0) Iold F: ouse. IB eee eee eee 75\A ellc! ! 
Commo AVES, Si ° ount 25 Victor _ Mouse eee 25 Galline - WEDGE Ie Ile 
a LIDING Axe. To: Hold F. at.. ibe ee 90 | Sa ling. . Ss. 
a ptaee 3 DOOR Hind STONES igh 1s sreeaveesswens oer ee. 
al — ‘ os 4 x ee ee ’ 
* aed eer enyens gi°e 4 More stan.» Tae rial RAE i per tb. Nets 
set... .$ 017 5 ashit  eabnanecaes, -per Jb. ouse, 4 . 68 4 WEAN 
SHE $1 80 7 5 2 E A... N Bri Hole 83 Full NERS 84 
LLS—Se. 210 2 40 — $= ew ‘Nets ick. TROW s 90 Tyl er's, pe . 
ee No. | _™ Clove ELS. pyr. per des. . 
a, SHBLL 02 54 25/08 Mani Neel Srede Retr es | Bt 
ee naee ERS, CORN , = oman i per doz. N Disston’ Eerkevenenente Shaw Pe er } ng . 3 = tone = 
aoe owe ‘ 4 ard .New N SES. seteeseaeeeerenee tle al 0 40 
E --+-per doz per eregh meg ® No. -7per dos. 0 | Bee 'sasee a "eae : 50 ~ : 75 
xpansion SHIEL . $6 75 Oil—U 0. 717. New Ne Clo - djonaiataeeactamaes 3 0% itchin WEIG 3 00to 3 60 
B " DS. U “ ts ve - Sa  - SHT 75 
olt Shi . nmo } Di r Le iN ht ob. C Ss . 
hields yo oe unted - ar ag} Ss af... = Ton . 0.b. C hic 
sees as Mi Aigo 2 0 oe 
ar 60% Arkansas es. --pe McP. aN Pees RRS GPID. Smaller its, cago “1 > Net 
uclor. . . SHOES Queer (ree oft..... r ib. New Nets ota 40% a 5, per ten a 3 
se . mage pst , eee ? 
SHOT—See Ammut . egies : Haas oo No.4 Tubular Steel 34 00 
ag SOVELS mmunition. 60% io “ “ ean —— hadle tee Tray Steel OWS. 
io 2,Wood AND SPAD Black Dia * me alf Ir - -. each, $3 75 8. garden Stave Tray @ $8 Of 
a. 182 ford ES Cres mond ull I oned . ie 1 «| «WHEELS . (a * ) 
Ame ca = e rescen ie a roned . Ca WwW . « 2 50 
1, reer . . -per OGe.- 5 o “arbor H ’ 4 
ma oe per, doz. $5 ee paisa oy New N mi re 4 6 a a Seer undum EELS. sa 
Neverbreak, en 6 50 neni untain. Nets ¢, rUBS. WA 7 5011 40 -. essnesees 
: mn “ ° sae 
op hollow 124% | “xtra Qui are al s a jenderd, Ww SH, | 121 doz... a" eee 50% 
oe bek, blk.. Per doz| Red End auag : ° =. 4 i, ae io” 60% 
Bar arg ee a e - -Netal eeseoe - = Perdoz 3 oisting, a 7 2S 12 
hee & Dit a ei : . | “* Pm % ; ... $9 50 11 . 1 Ex. | Brass. WII r doz. $25 30 
Railroa Perfecti ing ian H« STOP’ r salvanized. 25 12 75 large “a RE. ) 
oat, ats on... » atchkiss’ . S, BENCH Bs nmi. coils 
C iam ; tear ‘ : a : ». Spe 
Keystone . sans. — . -$30 = ee .. per si = RRR 1 Broom—T at vols, ebay TE : 
Tom . Ne sees 2 nec i Se 
oe ah aes esonney r doz. ret . o ew Nets | 18 20 13 2 3 Ceble—Sam ema Note 
Hollow Back nirnagere scot - = ; Common TOPPERS | T 25 20 00 Copper. e price as Bart Nets 
Snow. ew list... ._.I a ze ea deel Sane » FLUE. WINE In coils arbed Wire . 
— anized, ...Discount Ad ae 0 en per dc | 3- -ply c ‘ 1-Ib. spools, : : 
No No. 56 with w » 124% baad ee oz. $1 10 hy ‘otton Wri Mark Fence—Sr new list 
Alaska ory s : tae ood mt] srove pipe a 1 00 H e apping gamelan Nos. 6 4" — 
D-Ha Bernrencarsorsnesson STOVE . Py ao Ln _ pen “ 
BE Se .......srge: ‘< E PIPE— 110/3 * Wr s Wrapping... Ser—tew joo ths... $ al'd Galv'd 
— 55 STOV See pi + rapp - Wra :° New Li mM . 
a per doz. $3 VE BOARD pipe. In ai . ing on ee 3 Market ist. $4 95 
~~ o oe oo 50) f s—s |2- 1 Hem ios a a B i - ; 
. N 3 00) ce ply Pp, mes. right, f 10! 
Pointed. 16 KS. 00 STOVE PO e Boards. Jute, m balls, N apts Bright. fall bdles Market O i 
namel x24. LISH— ic ). balls. No. 18 . ( op = yroke ? Juotat 
Wrou ed, White, ié See P Seins eee . Cs pered, f = bdie tons 
Painted. 16 ite, 16x24... 2. ” S ms em a Coppered: ron es < 
— . s r q . j ae ~ " t ec 
SL > ae ay Skate. . TRAPS. _ per tb . Pi Tinned, ~ bdles bdles 
EDGES sige ala pit ha — | _ oe . . PE er | "7. ~Ir oken bdle: 
Co SNAP —See Ham latins ® ras -per doz 85 | ing, i-tb. " . ae otation | n 5-Th. —— ; . Es 
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CLASSIFIED INDEX 


Accessories—Automobile. 


Curfman Mfg. Co., F. L., ‘ 
Maryville, Mo. 

Rock Island Mfg. Co., 
Rock Island, Ill. 

Bail Ties. 


American Steei & Wire Co., 
Chicago-New York. 


Blow Torches—Gas. 


Allen Co., Inc., L. B., 
Chicago, Ill. 


Bolts and Nuts. 


Corbin Screw Corporation, 
New Britain, Conn. 


Bolts—Stove. 


Mfg. Co., 
Cleveland, 


Kirk-Latty 
Ohio. 


Brakes—Bicycle. 


Corbin Screw Corporation, 
New Britain, Conn. 


Brakes—Cornice. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, IIl. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Merchant & Evans Co., 


Philadelphia, Pa. 


Castings—Malleable. 


Fanner Mfg. Co., Cleveland, Ohio. 


Ceilings—Metal. 

Berger Mfg. Co., Canton, Ohio. 
Friedley-Voshardt Co., 

Chicago, Ill. 

Milwaukee Corrugating Co., 

Milwaukee, 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Wis. 


Cement—Roofing. 
Berger Mfg. Co., Canton, Ohio. 


Chain. 


Corbin Screw Corporation, 
New Britain, Conn. 


Chaplets. 
Fanner Mfg. Co., Cleveland, Ohio. 


Cleaners—Hand. 


Nickel Plate Stove Polish Co., 
Chicago, Il. 


Clips—Damper. 


Waterloo Register Co., 
Waterloo, Iowa. 


Coasters. 


Buffalo Sled Co., 


North Tonawanda, N. Y. 


Coppers—Soldering—Gas, 
Allen Co., Inc., L. B., Chicago, Il. 


Cornices. 
Berger Mfg. Co., Canton, Ohio. 


Friedley-Voshardt Co., 
Chicago, Il. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 
Indianapolis, Ind 


Doors—Fire. 


Merchant & Evans Co., 


Philadelphia, Pa. 


Dynamite. 


Hercules Powder Co., 
Wilmington, Del. 


Elevators. 


Kimball Bros. Co., 
Council Bluffs, Iowa 


Enamel—Iron. 


Black Silk Stove Polish Works, 
Sterling, Ill. 


Plate Stove Polish Co., 


Nickel 
Chicago, IIl. 


Explosives. 


Hercules Powder Co., 


Wilmington, Del. 


Fence Gates. 


American Steel & Wire Co., 
Chicago-New York. 


Files. 


Delta File Works, 
Philadelphia, Pa. 


Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 


Nicholson File Co., 
Providence, Rhode Island. 


Flux—Seldering. 
Allen Co., L. B., Chicago, Il. 


Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnaces—Soldering. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Diener Mfg. Co., G. W., 
Chicago, IIl. 


Ringen Stove Co., St. Louis, Mo. 


Handles—Boller. 
Berger Bros. Co., Philadelphia, Pa. 


Hangers—Eaves—Trough. 
Abbott Mfg. Co., Cleveland, Ohio. 


Heaters—School Room. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Heaters—Warm Air. 


American Furnace Co., 
St. Louits, 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Henry-Miller Foundry Co., 
Cleveland, Ohio. 
Hess-Snyder Co., Massillon, Ohio. 


Mahoning Fdy. Co., - 
Youngstown, Ohio. 


Scheible-Moncrief Heater Co., 
Cleveland, Ohio. 


Schill Bros. Co., Crestline, Ohio. 


Schwab & Sons Co., R. J., 
Milwaukee, Wis. 


Thatcher Furnace Co., 
New York-Chicago 


Waterloo Register Co., 
Waterloo, Iowa. 


Wise Furnace Co., Akron, Ohio. 


Wrought Iron Range Co., 
St. Louis, 


Zieg Mfg. Co., F. B 


Mo 


Mo. 





Fredericktown, Ohio. 





Horse Shoes. 


American Steel & Wire Co., 
Chicago-New York. 


Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, IM. 


Clark-Smith Hardware Co., 


Peoria, Ill 


Machines—Crimping. 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo. 


Machines—Tinsmiths’. 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 

Chicago, Ill. 

Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Metal—Babbitt. 


Merchant & Evans Co., 
Philadelphia, Pa. 


Metals—Perforated. 


Harrington & King Perforating 
Co., Chicago, IIl. 


Miters. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, Pa 


Nails—Wire. 


American Steel & Wire Co., 
Chicago-New York. 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co., 
Chicago, Il). 


Mfg. Co 


Gerock Bros. ™ 
St. Louis, Mo. 


Patterns—Stove. 


Cleveland Castings Pattern Co., 
Cleveland, Ohio. 


Inc., 
Detroit, Mich. 


Quincy Pattern Co., Quincy, Ill. 
Vedder Pattern Wks., Troy, N. Y. 


Cope-Swift Co., 


Pipe—Conductor. 

Berger Bros. Co., 

Philadelphia, Pa 

Clark-Smith Hdw. Co., Peoria, Ill. 
Friedley-Voshardt Co., 

Chicago, Ill. 

Hussey & Co., C. G., 

Pittsburgh, Pa. 


Milwaukee Corrugating Co., 


Milwaukee, Wis. 


Pipe and Fittings—Furnace. 
Henry-Miller Foundry Co., 
Cleveland, Ohio. 
Michigan Safety Furnace Pipe 
Co., Detroit, Mich. 


Stearns Register Co., 
Detroit, Mich. 


Pipe and Fittings—Stove. 
Hemp & Co., St. Louis, Mo. 
Michigan Safety Furnace Pipe 

Co., Detroit, Mich. 
Sullivan-Geiger Ce., 
Indianapolis, Ind. 
Whitaker-Glessner Co., 
Wheeling, W. Va. 
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Polish— Metal. 
Biack Silk Stove Polish Works, 
Sterling, Ill. 


Pilate Stove Polish Co., 


Nickel 
Chicago, Ill 
Polish—Stoves. 
Biack Silk Stove Polish Works, 
Sterling, Ill 
Nickel Plate Stove Polish Co., 
Chicago, IIl. 
Posts—Steel Fence. 
American Steel & Wire Co., 
Chicago-New York 
Powder. 
Her Powder Co., 


Wilmington, Del. 


Punches. 


Bertsch & Co., 
Cambridge City, Ind 


Niagara Machine & Tool Works, 
Buffalo, N. Y 


Ranges—Combination Gas and 
Coal. 
Ringen Stove Co., 


Ranges—Gas. 
Ringen Stove Co., St. Louis, Mo 


8. 
Delta File Works, 
Philadelphia, 
Inc., Henry, 
Philadelphia, Pa 
Nicholson File Co., 
Providence, 


Disston & Sons, 


Rhode Island. 


Registers—Warm Air. 


Henry-Miller Foundry Co., 
Cleveland, Ohio. 


Schwab & Sons Co., R. 


J., 
Milwaukee, Wis. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 


Detroit, Mich. 


Waterloo Register Co., 


Waterloo, Iowa. 


Repairs—Furnace. 
Omaha Stove Repair Works, 
Omaha, Nebr. 


Repairs—Stove. 


Omaha Stove Repair Works, 
Omaha, Nebr. 


Rivets—Stove. 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio. 


Roasters. 


Whitaker-Glessner Co., 
Wheeling, W. Va. 


Rods—Stove. 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio. 


Roils—Forming. 


Bertsch & Co., 
Cambridge City, Ind 


Niagara Machine & Tool Works, 
Buffalo, N. Y 


Roofing—Iron and Steel. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa 


Canton, Ohio. 


Co., 
Chicago, Il 


Chicago, Ill 


Berger Mfg. Co., 
Friedley-Voshardt 


Inland Steel Co., 


Merchant & Evans Co., 
Philadelphia, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis 

Sykes Co., The, Chicago, Ill 

Tanner & Co., Indianapolis, Ind 


Whitaker-Glessner Co., 
Wheeling, W. Va 


St. Louis, Mo. 


Pa. 





Rules. 

Lufkin Rule Co., Saginaw, Mich. 
Saws. 

Disston & Sons, Inec., Henry, 


Philadelphia, Pa 


School—Shect Metal Pattern 
Drafting. 
National School of Sheet Metal 


Pattern Drafting, St. Louis, Mo. 


Screens—Perforated Metal. 
Harrington & King Perforating 


Co., Chicago, Il. 
Screw Drivers. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 


Sheets—Black and Galvanized. 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Inland Steel Co., Chicago, Ill. 
Sykes Co., The, Chicago, Ill. 


Whitaker-Glessner Co., 


Wheeling, W. Va. 


Sheets—Planished. 
Sykes Co., The, Chicago, IIL. 


Sheets—Vismera. 


Inland Steel Co., Chicago, Ill. 
Sifters—Ash. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 


Sleds. 
Co., 


Tonawanda, N. Y 


Buffalo Sled 
North 


Solder. 
Allen Co., Inc., L. B., 
Chicago, II! 
Evans Co., 
Philadelphia, 


Merchant & 
Pa 


Soldering Iron—Self Heating. 


Allen Co., Ine, L. B.. 
Chicago, Ill. 


Specialties—Hard ware. 
Bemis & Call Hdw. & Tool Co.. 
Springfield, Mass. 
Corbin Screw Corporation, 
New Britain, Conn. 
Delta File Works, 
Philadelphia, 
Diener Mfg. Co., G. W.. 
Chicago, Ill. 
Inc., Henry, 
Philadelphia, Pa 
Saginaw, Mich 


Pa. 


Disston & Sons, 


Lufkin Rule Co., 
Nicholson File Co., 


Providence, Rhode Island 


North Bros. Mfg. Co., 
Philadelphia, Pa 
Rock Island Mfg. Co., 


Rock Island, Ill 


Specialties—Tin and Sheet Metal. 


Curfman Mfg. Co., F. I.., 
Maryville, Mo 


Speedometers—Bicycle. 


Corbin Screw Corporation, 
New Britain, Conn 


Stars—Hard Iron Cleaning. 


Fanner Mfg. Co., Cleveland, Ohio 


Statuary. 


Friedley-Voshardt Co., 


Chicago, Ill. 


Gerock Bros. Mfg. 


Co., 
St. Louis, Mo. 
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Sticks—Soldering. 


Allen Co., Inc., L. B., 
Chicago, Ill 


Stoves—Oil and Gasoline. 


Ringen Stove Co.. St. Louis, Mo 


Stoves and Ranges. 


Globe Stove & Range Co., 
Kokomo, 


St. 


Ind 


Ringen Stove Co., Louis, Mo 


Steve Pipe Reducer. 
Schill Bros. Co., Crestline, 


Sullivan-Geiger Co., 
Indianapolis, 


Ohio 


Ind 


Tacks, Staples, Spikes. 
American Steel & Wire Co., 
Chicago-New York 


Tapes. 


Lufkin Rule Co., Saginaw, Mich 


Tiles & Shingles—Metal. 
Merchant & Evans Co, 


Philadelphia, Pa. 


Milwaukee Corrugating Co., 


Milwaukee, Wis 
Tin—Perforated. 
Harrington & King Perforating 
Co., Chicago, Ill. 
Tinplate. 


American Sheet & Tin Plate Co., 


Pittsburgh, Pa 


Berger Mfg. Co., Canton, Ohio 
Merchant & Evans Co., 
Philadelphia, Pa 


Tools—Auto Repair. 


Curfman Mfg. Co, F. L., 
Maryville, Mo 


Tools—Carpenters’. 
Disston & Sons, Inc., Henry, 


Philadelphia, Va 


Lufkin Rule Co., Saginaw, Mich 
North Bros. Mfg. Co., 
Philadelphia, Pa 
Tools—Sheet Metal. 
Bertsch & Co., 
Cambridge City, Ind 
Dreis & Krump Mfg. Co., 
Chicago, Il! 
Lennox Throatless Shear Co., 
Marshalltown, Iowa 
Niagara Machine & Tool Works 


Buffalo, N. Y 


Tanner & Co., Indianapolis, Ind 
Tools—Tinsmiths’. 
Bertsch & Co., 
Cambridge City, Ind 
Dreis & Krump Mfg. Co., 
Chicago, II! 
Lennox Throatless Shear Co., 
Marshalltown, Iowa 
Niagara Machine & Tool Works 
Buffalo, N. Y¥ 
Tanner & Co., Indianapolis, Ind 


Torches—Gasolene. 

Allen & Co., Inc., L. B., 

Chicago, I! 

jernz, Otto, Newark, N. J 
Clayton & Lambert Mfg. Co., 

Detroit, Mich 


Diener Mfg. Co., G. W., 
Chicago, Ill 


Trimmings—Stove. 


Mfg. Co., 
Cleveland, 


Fanner! 
Ohio 


Trough—Eaves. 
Abbott Mfg. Co., Cleveland, Ohio. 


Berger Bros. Co., 
Philadelphia, Pa 


Friedley-Voshardt Co., 


Chicago, Il! 
Milwaukee Corrugating Co., 
Milwaukee, Wis 
Whitaker-Glessner Co., 
Wheeling, W. Va 
Ventilators. 
Berger Bros Co., 
Philadelphia, Pa 
Friedley-Voshardt Co., 
Chicago, I! 
Merchant & Evans Co., 
Philadelphia, Pa 
Standard Ventilator Co., 
Lewisburg, Pa 
Visern. 
North Bros. Mfg. Co., 
Philadelphia, Pa 
Rock Island Mfg. Co., 
Rock Island, Ii! 


Wagons—Auto Wheel Coaster. 
Buffalo Sled Co., 
North Tonawanda, N, Y 


Waterers—Stock. 


Rock Island Mfg. Co., 
Rock Island, Ii! 
Wrenches, 
|Bemis & Call Hdw. & Tool Co., 
Springfield, Mass 





q ADVERTISING is 
the power of an idea 


multiplied. 


{| Other powers lose by 
expansion. Steam is 
power only when con- 
fined. Electricity radi- 
ated and diffused be- 
comes nothing. Sound 
dies with distance. 
Great suns pale into 
invisible stars, and the 
power of light itself is 
lost in infinite space. 
But the strange power 
of advertising increases 
by expansion. Diffusion 
is its life. It grows by 
what it imparts. 


{ The advertised idea, 
to become a power, 
must be genuine, vital, 
and related to the func- 
tion of a meritorious 
business; and the 
means of its further- 
ance must be well 
chosen. 


€ To choose well the 
means for the further- 
ance of your advertised 
idea, in order that it 
may become a power, 
in order that you may 
show its genuineness 
as a vital factor of your 
business, is not hard. 


{ A close perusal from 
cever to cover of 
this week’s issue of 
AMERICAN ARTISAN 
AND 

HARDWARE RECORD 
will disclose abundant evi- 
dence of this fact. 
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WANTS AND SALES 


BUSINESS CHANCES 


TINNERS’ TOOLS 








For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to se- 
cure employes, parties desiring to 
purchase or sell business, secure part- 
ners or to exchange, etc., will find 
that these pages offer excellent op- 
portunities to satisfy their wants. 
Clerks and tinsmiths looking for sit- 
uations will find it to their advantage 
to use these columns. Those who 
respond to these announcements 
please mention that they ‘“‘READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.”’ 








BUSINESS CHANCES 








Wanted—To hear from owner of good 
hardware store for sale. State cash 
price and description. D. F. Bush, Min- 
neapolis, Minnesota. 1-1t 


For Sale—Moistair furnace agency and 
tin shop in preapectre oil country and 
college town. . M. Fairfield, St. Marys, 
Kansas. 25-3t 


For Sale—24 ft. Warren store shelving 
including one wall case for tools and bins 
and boxes; also four 13 ft. over head 
ladders. Address C. A. Kuist, Highland 
Park, Illinois. 26-3t 


For Sale—An up-to-date sheet metal 
and furnace business; full equipment of 
machines and tools, including brake and 
eave trough former. Established trade 
of 45 years. Will bear close investiga- 
tion. Good reason for selling. Chas. A. 
Fitch, Millersburg, Ohio. 25-3t 


Wanted—A hardware stock that will in- 
voice between $6,000 and $8,000 in town 
of 2,500 or larger, in good dairy section 
in southern Wisconsin on some main rail- 
road line. Send particulars. Address 
W-14, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Boulevard, Chicago, Illinois. 

2 
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For Sale—Owing to death of owner I 
offer for sale on easy terms, tin shop 
and plumbing business. Deceased had 
more work than he could do. Right man 
could use help and have plenty to do. 





Large territory and only shop within 
four.ceen to twenty miles. Good town of 
700. Good schools and churches. W. A. 
Schwartz, Louisburg, Kansas. 1-3t 

Surplus Stock Below Market — Two 
scientific Sterling Combination gas and 
coal ranges, $48.00; 5” dampers, 8c; 7”, 
l0c; 8”, 20c; 2” galvanized conductor 


elbows, 5c; galvanized ridge roll with 2% 
corrugations, 6c; 8” heavy galvanized 
furnace elbows, 48c; sand coat roofing, 
1 ply, 85c, 2 ply $1.65, 3 ply $2.10; 80 Ib. 


red or green tile coat, $2.25; 25 Ib. build- 
ing paper, 75c; roof cement per pint, 5c, 
gallon, 40c7 wiping solder, 24c; ten tons 
new, slightly water damaged, %, %, 1 


and 1% pipe. Ask for price. Ten B grade 
closet bows, $3.75; 300 ft. 4” extra heavy 
soil pipe, 37% off. Vandervoort Hard- 
ware Company, Lansing, Michigan. . 1-1t 





_Notice of Sale of Hardware and Ag- 
ricultural _Implements—Notice is hereby 
given that the undersigned as Adminis- 
trator of the estate of William H. Sharer 
will offer at private sale the stock of 
Hardware and Agricultural Implements 
belonging to said estate, December 26, 
1918, until the same is sold. This stock 
of goods is up-to-date, and is located in 
the store rooms on the most prominent 
corner in the town of Carthage, Rush 
County, Indiana It has always been a 
money maker and is only sold on ac- 
count of the death of the owner. It is a 
going concern, the heirs having agreed 
to operate the store for a limited time 
until a purchaser could be found. Here 
is a chance to purchase a good, clean, 
paying business at the right kind of a 
price. The rooms in which the business 
is located can be leased at a fair rental 
for a long time if desired. Persons ac- 
quainted with the town of Carthage and 
its surroundings know these facts, others 
should investigate. Chas. D. Moore, Ad- 
ministrator, W. H. Sharer Estate, Carth- 
age, Indiana. 1-1t 





For Sale—Established furnace business, 
covering four counties in northwestern 
Indiana. Exceptional opportunity for 
practical man to step into a growing 
business that can be bought at a reason- 
able price. This will bear the closest 
investigation. Please address A-ll, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 25-3t 





An A-1 Opportunity for one or more 
men familiar with hardware, sporting 
goods, house furnishings or auto ac- 
cessories, to purchase high class, well es- 
tablished trade magazine, carrying large 
volume of business. Splendid future. 


Will pay good interest on investment. 
$75,000 cash required. Address A-13, 
eare of AMERICAN ARTISAN AND 


HARDWARE RECORD, 620 South Mich- 














igan Boulevard, Chicago, Illinois. 26-2t 
HELP WANTED 
Wanted — All around tinsmith and 


plumber at Emerson, Nebraska. Address 
correspondence to Carhart Lumber Com- 
pany, Wayne, Nebraska, giving full par- 
ticulars and wages expected. 26-3t 





Wanted at Once—A first-class radiator 
man. Steady job to right man. One who 
would like to learn the sheet metal trade. 
Answer at once stating wages desired. J. 
®%. Barnett, 312 Front Street, Dodge City, 
Vanes 1-3t 


Wanted at Once—All around sheet 
metal worker and plumber, one who can 
also do hot, steam and hot water heat- 
ing. Steady employment for the right 
man, Married man preferred. Luther E. 
Alkire, Hoopeston, Illinois. 1-5t 











Wanted—Good all around shop fore- 
man, one who can figure sheet metal 
work, steam and hot water heating and 
plumbing and able to take charge of men. 


Apply at once. Portage Lake Hardware 
Company, 78-80 Sheldon Street, Hough- 
ton, Michigan. 1-1t 








SITUATION WANTED 








Situation Wanted—by an all around 
hardware shop man. Have had 15 ad 
experience. Write to Room 323 tom 
A., North Avenue and Larrabee, hicago 
Illinois. -3t 


Situation 





Wanted—By a6 first-class 
sheet metal worker and blew pipe man. 
Can cut patterns. Strictly reliable. Ad- 
dress A-15, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Boulevard, Chicago, Illinois. 1-3t 


For Sale—One full set of tinners’ tools, 
machines, stakes and patterns. All in 
good order and the best make of tools. 
Address The Bialy Hardware and Supply 
Company, Bay City, Michigan. 13-ufn 


For Sale—Set of tinners’ tools, Ma- 
chines and stakes in good condition and 
cheap at $175.00; also set of plumbers’ 
tools at $85.00. If you need good tools at 
a low price you cannot afford to miss this 
opportunity. Address Post Office Box 273, 
Hermann, Missouri. 1-3t 


For Sale—One ash croft die stock with 
4", %”, 1” and 1%” block dies and pipe 
guides; one Barnes 3 wheel pipe cutter; 
one hand power wiring machine with 
standard; one small hand power setting 
down machine with standard; one large 
hand power setting down machine with 
extra attachments; one hand power 20” 
groover with standard; one set hand 
power 20” pipe rolls; four extra stand- 
ards; one small raising hammer; one 
large raising hammer; one 32” solid man- 
drel stake; one double seaming stake; one 
round head stake with 4” head. CG. R 
Oberholtzer, 509 West Maumee Street, 
Angola, Indiana. 26-ufn 


BOOKS 




















For Sale—To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 
prices of any article. The tables in this 
book are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 
desired. 170 pages. Cloth, $2.00, postage 
prepaid. Address Daniel Stern, 620 South 
Michigan Boulevard, Chicago, Illinois. 





For Sale—Good chance to buy a book 
that will prove of much value to pat- 
tern cutters. If you want to be real 
efficient you should know Triangula- 
tion as Applied to Pattern Cutting. 
This book, Triangulatian, is a complete 
treatise on the subject and contains 
practical solutions of problems of fre- 
quent occurrence in sheet metal shops. 
Triangulation has 272 pages and is il- 
lustrated with 124 engravings in lines 
and half-tone, including many repro- 
ductions of photographs of sheet metal 
models made expressly for this work. 
Price is $2.50. Order yours today. Ask 
for complete list of books and patterns 
that are of great value to sheet metal 
workers. All books sent prepaid. No 
books exchanged. Address Daniel 
Stern, 620 South Michigan Boulevard, 
Chicago, Illinois. 








Situation Wanted—By first-class tinner, 
furnace and radiator repair man. Have 
had 23 years’ experience. Would want 
$25.00 a week, 9-hour day. Reference 
given. Address Bert J. Hawkins, 406 
Fishrupp Avenue, Whiting, Indiana. 25-3t 





Wanted—Foremanship of a progressive 
sheet metal shop in the Middle West by 
a young man who has had experience 
and can produce results, or would buy in- 
terest if suited. Good reference as to 
character and ability. Address Box 682, 
Portsmouth, Virginia. 25-3t 





Situation wanted as salesman by a man 
33 years of age with 12 years’ experience 
in stoves and furnaces. Al references 
furnished. Kindly address A-12, care 
of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Boulevard, Chicago, Illinois. 25-3t 





Situation Wanted—Anyone not having 
a regular mechanic and needing the serv- 
ices of a first-class plumber and fitter 
for a short length of time, or who should 
have work that would require the serv- 
ices of an expert mechanic would find 
it to their advantage to communicate 
with the writer of this advertisement. I 
am well equipped with tools to do light 
and heavy work. Address Wm. C. Fisher. 
Dunlap, Iowa. 26-3t 


For Sale—To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER its 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 
prices of any article. The tables in this 
hook are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 
desired. 170 pages. Cloth $2.00, postage 
nrenaid. Address Daniel Stern. 620 South 
Michigan Boulevard, Chicago, Illinois. 








SPECIAL NOTICES. 








Special Notices are charged 
at the rate of $3.00 
per inch per insertion 


ATEN TS 


HUBERT E. PECK, 
622 F. St. Northwest, WASHINGTON, D.C. 


SALESMEN WANTED 


To sell mica to the retail and wholesale 
stove and hardware trade on commission 
This is an opportunity for salesmen who are 
visiting the wholesale and retail trade to 
secure an additional income. Address B-55, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michigan 
Boulevard, Chicago, Illinois. 26-4t 


WANTED 


One 6”%x96” or 120” long slip. rolling 
forming machine, power geared, either with 
or without lifting device for upper rolls 
New or used. If used, must be in good first- 
class condition. Quote prices and submit 
data to Consolidated Sheet Metal Works, 661 
Hubbard Street, Milwaukee, Wisconsin. 1-1t 























